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“WVALUE RECEIVED” « « e« e 


An Advertisement of 


The Hooper-Holmes Bureau, Inc., 


Ne u 


It is more or less a byword throughout the whole 
realm of business that “value received” is worth every 
penny it costs. A business machine, system or service of 
sound utility and sound value will be welcomed by any 
reasonable business man. This is axiomatic. . 

In the field of Moral Hazard Inspection Reports, 
“value received” is just as fully appreciated 
as elsewhere. The inspection service delivering the 
greatest value-per-dollar is the service in demand. 
During all the lean months which we have been 
suffering, the business of this organization has Ws 


This 


shown a consistently satisfactory increase. 





York 


In our 


increase, we believe, has not been accidental. 
opinion, it indicates that in these days of extremely care- 
ful spending our service has met the test of delivering 
full “value-received” for each dollar spent. We can con- 
ceive no other reason. Our policy of flexible service and 
doing a finished job appears to be winning the increased. 
appreciation of our customers. , , , , . , 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling 
of Moral Hazard Inspection Reports for in- 


ss surance underwriting, credit, commercial 


and employment purposes and claim reports. 
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This Week: 


@ Life Insurance Business in 1930. A table 
showing the financial standing and trans- 
actions of United States and Canadian life 
insurance companies. 


«€ 7. * 


@ A running story of the annual meeting 
of the National Board of Fire Underwriters, 
together with the annual address of Presi- 
dent James Wyper. 


* * * 


@ Agency problems of the Health and Acci- 
dent Underwriter’s business discussed by 
H.G. Royer, president of the Great North- 
ern Life Insurance Company. 


a * * 


@ An important installment of W. E. Cox’s 
series of articles entitled Sales Help far 
the Life Underwriters. 


Next Week: 


@ Under the title “A Voice Over the Tele- 
phone” Edgar Paul Hermann declares that 
better strategy is needed in this form of 
approach. Furthermore he offers a charted 
page of suggestions. 


* * * 


What kind of literature do you include 
with your communications addressed to 
policyholders? Robert G. Richards, agency 
secretary of The Atlantic Life Insurance 
Company, discusses a popular policyholder’s 
magazine distributed by his company. 


7 * * 


@ Fire Insurance Statistics. Underwriting 
and investment profits and losses in 1930 
of 100 leading fire insurance companies re- 
porting to the New York Department. 





Life Insurance — 1930 


ITH but one exception, the aggregate results for 

life insurance companies in 1930 show increases 
over corresponding items in 1929 aggregates. Admitted 
assets increased $1,375,144,531 to $18,846,012,716; surplus 
funds show a gain of $61,903,718 to $1,817,452,202 at the 
end of 1930. Premium receipts during 1930 increases over 
one hundred and seventy-three million dollars to $3,514,- 
355,105, payments to policyholders increased $295,894,431 
to $2,245,888,474, and the excess of income over disburse- 
ments was approximately $1,300,000,000. Insurance out- 
standing at the end of the year totalled over one hundred 
and six billion dollars for a gain during the year of $4,600,- 
000,000. Insurance written in 1930 was in excess of 
twenty billion dollars, a loss of about one billion dollars 
in new writings. These aggregates are taken from a table 
shown in this issue, Life Insurance Business in 1930. Life 
insurance men, should on the whole, be gratified with the 
results obtained in their business during a year of acute 
economic depression. Perhaps no other business is able 
to present for 1930, a statement that reflects such a na- 
tional endorsement of the soundness and utility of their 
business as can life insurance. While insurance writings 
on the whole, decreased over the previous year, they are, 
nevertheless, in excess of the writings in any other pre- 
vious year in history. In addition, industrial writings con- 
sidered alone for 1930 are in excess of those in 1929 or 
any former year. What better tribute could be paid to 
life insurance than this convincing proof that the indus- 
trial classes whose income has been more seriously 
affected than that of any other class, should show their 
belief in the value of their protection. When one con- 
siders these results in their entirety, the impression must 
be gained that the decrease in life insurance writings is 
attributable more to a pessimistic psychology on the part 
of insurance agents who yielded to outside influences 
rather than to any lessening of the desire for more pro- 
tection on the part of the insuring public. 

Be Se Ve 
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IN 1830, Mississippi floated its 
first bond issue, that of the 
afterwards celebrated Union 
Bank. The bonds were bought 
with Belgian gold. After the default of this issue, 
the collapse of the Confederacy, and the subsequent 
default on Confederate bonds, Mississippi had prac- 
tically no outside source of credit. It was only after 
1900 that capital began to flow into the State, and 
then in a very small stream. During the past three 
and a half years, the State has had two regular and 
two extra sessions of its legislature. Notwithstand- 
ing, no appropriation was made sufficient to meet 
current bonded indebtedness and interest, no legis- 
lation was enacted providing adequate taxation to 
take care of some seven million dollars principle and 
interest due and accrued; no provision was made 
for the continued operation of charity hospitals and 
other State-owned institutions. Legislators are now 
clamoring for another extra session, to be called 
immediately, but Gov. Bilbo declines to issue the 
call unless a majority of legislators will sign a pledge 
to do no investigating and to attempt no impeach- 
ments. The Governor and the legislature have been 
at loggerheads during the present administration. 
While not attempting to sit in judgment, THE Spec- 
TATOR believes that this impasse will forever imperil 
the State’s credit unless it is broken at once. 

More and more since the depression of stock prices, 
investors—and this group includes all kinds of in- 
surance companies—have been looking to high 
grade, safe state and municipal bonds as an outlet. 
Certainly with a protracted continuance of the pres- 
ent tangle in Mississippi, that unfortunate State can- 
not hope to market its offerings. 

Some ten years ago, at a time when over a hun- 
dred and forty stock fire insurance companies 
licensed in Mississippi were being harassed by one 
of the most infamous anti-compact suits ever filed, 
the State offered two million dollars of its bonds, 
as we recall the amount now, the money to be used 
for its tubercular sanitorium. The issue was taken, 
notwithstanding Mississippi’s poor credit rating and 
evident enmity towards foreign corporations, by a 
large New York life insurance company, purely for 
philanthropic reasons. We do not know who holds 
these bonds at the moment, but unless immediate 
action is taken to relieve the existing critical situa- 
tion, interest on them will certainly go by default. 

This is not all of the sordid story. Nearly twenty 
years ago, Mississippi passed a so-called “guaranty 
deposit” law, in effect purely a mutual insurance 
scheme. All banks operating under State law were 
required to contribute an annual premium to a State 
fund, to be used to recompense depositors in State 
banks which became insolvent. The premium re- 


Imperiling 
State’s Credit 


Editorial 





With the Editors 


quired proved to be inadequate, so the law was 
repealed. It left the State fund approximately five 
million dollars in debt. A new law was passed re- 
cently, authorizing a bond issue to cover this obliga- 
tion. Litigation contesting the validity of the latter 
law has commenced, and will likely go all the way 
to the United States Supreme Court before the 
question is finally adjudicated. In the face of this, 
certain Mississippi banks are threatening to buy the 
bonds. Judging by their published statements, they 
have sufficient funds—their depositors’ money, of 
course—to take up the entire issue, but with exist- 
ing conditions it seems foolhardy to say the least 
of it for any Mississippi bank to put one penny into 
such a bond. 

Finally, if this threat is actually carried out, will 
any reputable surety company ever be willing in the 
future, regardless of national economic conditions, to 
write a depository bond on any Mississippi bank? 
We seriously doubt it. Mississippi’s executive and 
lawmakers are badly mistaken if they think the 
outside financial world is not aware that the State’s 
credit is at precariously low ebb. 

* * * 
FIRE insurance agents make a 
serious mistake from which 
they, their companies and their 
clients all may suffer, when 
they fail to inform themselves thoroughly as pos- 
sible with the adjustment angle of insurance. 
Now and then, far more often than _ should 
be the case in fact, a none too honest insurer, 
following a loss, will not refrain from endeavor- 
ing to swindle the company with excessive or 
fraudulent statements regarding his loss. But, in 
the main, the insured, as well as the insurer, is hon- 
est. He expects the company will willingly and 
honestly meet its obligation to him. He is surprised 
and indignant if he finds that he is not going to re- 
ceive the settlement he believed was due him. Even 
when he is shown by the terms of the contract he 
signed that the company is living fully up to its ob- 
ligations he will continue to feel resentment. 

It is in such cases that the agent who sold him the 
policy is to blame and, frequently, quite innocently 
so. He had no intention to misrepresent the policy 
or to secure the business by explaining its provisions 
in ways that the actual terms did not endorse. He 
had no desire to create a wrong impression either by 
over statement or under statement. Simply because 
he was not well versed in the adjustment angle of 
the fire insurance business he had not been able to 
make it clear to the insured. It is not to be expected 
that every agent should be an expert adjuster but he 
ought to familiarize himself with the general prin- 
ciples. 


Know Your 
Contracts 
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ASELEIVE THIRDPARTY SMOKES 





T must be disturbing to the multiple 
millions of wage earners in America 
» hear from the butcher, the baker and 
the candlestick maker, so much talk of 
hard times. Most of the readers of the 
laily papers are earning as much as 
hey did in 1929. They still are leaving 
the usual weekly quota with the grocer 
and the baker, and Mr. Edison con- 
tinues to Get His. So, if the cash cus- 
tomer doesn’t kick, why should they? 
a. 2 6 
EPRESSIONS are not new in the 
United States. We have had a 
number of them—many which have 
been easier explained than the present 
one. As a general rule these Hard 
Times last around eighteen months. 
We have, in life insurance (which fol- 
lows about six months in the wake of 
general business) experienced near on 
to twelve months of comparatively poor 
business. There are at present very 
definite signs that life insurance selling 
will not wait six months to regain its 
past leadership. 
ca * * 

S a matter of fact, the records show 
A that a great many agencies have 
refused to ever relinquish that leader- 
ship. Perusing the records you will 
find a great many who are able to show 
twenty, thirty, fifty—and even higher 
percentages of increase. 

* 7” * 

OR those who have failed to equal 

last year’s writings, perhaps they 
have been of the calibre remembered 
by Merle Thorpe, editor of Nation’s 
Business, who declares that it has 
taken him exactly two minutes to break 
down the “Sales resistance” of the 
average salesman—The man who will 
be led into a discussion of Hard Times. 

* * ~ 

R. THORPE’S address on “How’s 

Business” at the Health and Acci- 
dent Underwriters meeting in Wash- 
ington was one of the highlights of the 
program. He declared that a conser- 
vative estimate would justify the asser- 
tion that business in all lines is not 
more than twelve per cent below nor- 
mal, and that in his opinion eight per 
cent would be a truer figure. He de- 
rided the idea that overproduction is to 
blame for our present difficulties, say- 
ing that for every automobile, every 
suit of clothes and whatnot, he could 
produce a man who actually needs the 
article. His explanation of the situa- 
tion was that the two great cogwheels, 
production and consumption, are a lit- 
tle out of mesh. When they are put 
back into alignment the surpluses will 
speedily disappear. 


THE SPECTATOR 
June 4, 1931 


past I have asked the readers of 
this page to furnish me with informa- 
tion and only in one instance did the 
bread thus cast upon the waters return 
to me void. ‘That was when I asked 
if anyone could give me accurate infor- 
mation as to who first said “There but 
for the grace of God goes és 
Silence met the request. 

. S-o 

UT it is pleasant to realize that 
B everything, or at least a great 
many things, come to him who awaits— 
if he does not die waiting. On Monday 
I reiceived a note from Charles C. 
Fleming of the Life Insurance Com- 
pany of Virginia which comes closer to 
answering the question than I have 
ever before seen. Mr. Fleming says 
that probably by this time I have no 
doubt been “put wise.” He is wrong. 
Years before I made the effort in THE 
Spectator I had tried to find the origin 
of the quotation and discovered so many 
differing opinions and statements that 
I gave up. I might say that Bunyan 
was the leader in the guesses, with 
John Wesley a close runner-up, though 
one lady, who grew very indignant 
when I asked her to show the exact 
place, insisted it was in the Old Testa- 
ment. 


QO N two or three occasions in the 


* * * 


R. FLEMING enclosed a copy of 
M a letter from Edward F. Stevens 
of the Pratt Institute Free Library 
which appeared in the Saturday Re- 
view. It is as follows: 

“To the Editor of the Saturday Review: 

“Bir: 

“With reference to a communication 
from J. M. Matthews under ‘Points of 
View’ in your issue of Jan. 31, I might 
refer to the ‘Dictionary of National 
Biography,’ where under the record of 
‘John Bradford, 1510-1555, Protestant 
martyr,’ may be found this statement: 
‘There is a tradition that on seeing 
some criminals going to execution he 
exclaimed: “But for the grace of God 
there goes John Bradford.” ’ Other au- 
thorities, including his own writings, 
attribute this statement to him, with 
whom John Bunyan and John Wesley 
seem to be confused, because the ex- 
clamation is so in keeping with the 
quality of their lives and writings. 

“EDWARD F.. STEVENS.” 
+ * * 

So I, for one, shall now believe that 
it was John Bradford who first said it, 
that is until someone else furnishes me 
with absolute proof that it was a man 
who lived a few hundred years before 
the great Protestant martyr. 





TIL a fortnight ago, my ac- 

quaintance with the crime wave 
was limited to a series of gangster pic- 
tures (they ought to call them the 
“bangies”) which I have witnessed in 
the gilded cinema palaces of New York, 
and the brief glances at the tabloids 
which I have been able to sneak over 
my subway neighbor’s shoulder. From 
the latter, as near as I have been able 
to determine in the short space of time 
it takes to travel on the underground 
from Fourteenth to Forty-second 
streets, there is a new game current 
among the nature loving suburbanites. 
It is called “Finding the Victim.” 
Whereas there was once a time when 
Westchester and New Jersey pedes- 
trians would accost fellow ramblers 
along the banks of the Hudson with the 
news that they had discovered where 
the first anemones were blooming, their 
conversations, I gather from the pic- 
ture papers, now run something like 
this: 

“Ah, there, August Tull, said to be 
unemployed, No. 69 Marshy Lane, Jer- 
sey City, N. J., I know where the bul- 
let-riddled body of a well-dressed man, 
about age 38, lies in a clump of bushes 
just off a lonely road in the exclusive 
Westchester section.” 

“You don’t say, Herman Spector, 
garage mechanic, No. 1359 Long Hill 
Road, the Bronx. I haven’t seen a 
thing worth mentioning since I found 
the semi-nude torso of an attractive 
young woman of good family, aged 25, 
cached in a rocky cleft just beyond 


Palisades Park.” 
* * * 


UT, as I was about to state, this 
“X marks the spot” business was 
brought closer to home for me the 
other day. Quite close to home, indeed, 
I should say, for as I was about to let 
myself into the street door of my apart- 
ment, I noticed—well, it looked as 
though someone had been throwing 
things at our door! 


“Do you know anything about those 
marks on that door?” I asked an ur- 
chin—or maybe he was a gamin— 
standing nearby. 

“Sure,” he answered placidly.“ Them’s 
bullet holes.” 

“Burglars?” I gasped. 

“Naw,” he said. “A cop.” 

~*~ * 7 


ELIEVED, I entered the house. 
, “Thank God for the police,” I said 
to myself and sat down to read the 
evening paper. “COP RUNS AMOK” 
screamed the headline, and the story: 


Patrolman James Doe, attached to the 
S-St. station, suddenly drew his revolver 
at 11 a. m. today and began blazing away 
at a group of bystanders lounging in front 


of No. 39 My Street. He was overpowered 
before any of the shots took effect. He 
was taken into custody and placed in a 
cell in his own station. Doe had become 
crazed with liquor to which he had been 
oa at a nearby speakeasy, it is be- 
ieved. 








PAUL L. HAID 
Elected Vice-President of National Board 
“ OOPERATION,” an overworked 
word, was imbued with new 


life and a deeper significance 
at the sixty-fifth annual meeting of the 
National Board of Fire Underwriters 
held at the Hotel Pennsylvania in New 
York on May 28. 

Structurally, the National 
annual meetings are cut and dried af- 
fairs. They call for the reading of the 
presidental address, the reports of the 
standing committees and the election 
of officers. These features are all the 
result of months of study and prepara- 
tion, with the consequence that their 
presentation is usually effected with all 
the precision, efficiency and monotony 
of a perfectly geared machine. 

Occasionally some topic not accorded 
an official spot on the program injects 
itself into the deliberations and steals 
the show. That’s the way it was with 
the “cooperation” theme. It made its 
bow at that point in President Wyper’s 
address where he took cognizance of 
Superintendent Van Schaick’s_ recent 
conference on rating practices, received 
further emphasis when Wilfred Kurth, 
president of the Home, made it the 
especial subject of an impromptu but 
telling commentary, bobbed up again in 
the afternoon in the midst of R. M. 
Bissell’s nomination formalities and 
finally formed the basis of the accept- 
ance speech of C. Weston Bailey, the 
newly elected president. 


Board’s 


Following tke brilliant address of 
President James Wyper, which is 
printed in detail in this and in last 


week’s issue of THE SPECTATOR, Cecil 
F. Shallcross, United States manager 
of the North British & Mercantile In- 
surance Company, took the floor and 
entered into an appreciative discussion 


National Board of 


Cooperation Is Recurrent Theme of 
Sixty-fifth Annual Meeting; Reports 
of Committees Show Steady Progress 


By Ropert W. SHEEHAN 


of it, endorsing, in particular, the presi- 
dent’s remarks on excessive taxation. 
Mr. Shallcross recommended stamping 
the amount of the tax on every fire in- 
surance policy in order that the assured 
might realize what portion of his pre- 
mium was being diverted to the gov- 
ernment. He offered a resolution re- 
questing the executive committee to 
provide the machinery for carrying out 
the speaker’s and publicity bureau sug- 
gested by Mr. Wyper. 

Former President George G. Bulkley, 
president of the Springfield Fire & Ma- 
rine Insurance Company, who was in 
the chair during the interval of Presi- 
dent Wyper’s address, called for fur- 
ther discussion and it was at this point 
that Wilfred Kurth, president of the 
Home of New York, made his contribu- 
tion to the cooperation forum. 

Mr. Kurth spoke of the intensified 
competition which is current and the 
feeling of “hostility and suspicion” that 
it has developed. His deep concern at 
the situaton was indicated by his re- 
mark that it surpassed anything within 
his experience in the business. Refer- 
ring to Superintendent Van Schaick’s 
recent activities on rating violations, 
Mr. Kurth said that the fierce com- 
petition had forced rates on desirable 

















W. E. MALLALIEU 
Reelected Gen. Manager By Acclaim 


classes to a point where it was unprof- 
itable to write them and that mean- 
while nothing had been done to raise 
the rates on unprofitable classes. 

“No one thing would give greater 
pleasure to our retiring president,” Mr. 
Kurth said, “than to make this meeting 
a turning point. Make it the beginning 
of a friendly rivalry instead of the 
fierce competition now existing. Let 
us start anew and reestablish the ethics 
so long upheld in our business.” 

The spontaniety and feeling with 
which Mr. Kurth spoke carried over 
to his audience which responded with 
sincere applause. 

The treasurer’s report was the next 
order of business, Mr. Kurth choosing 
to read only a few of the most impor- 
tant items. The receipts of the board 
during the year amounted to $2,747,- 
545, disbursements totaled $2,099,322, 


Executive Committee Reports 


The report of the executive com- 
mittee, offered by its chairman, Paul 
L. Haid, president of the America Fore 
Group, commented on the failure of the 
Board’s candidate to receive the nomi- 
nation as insurance representative on 
the Board of Directors of the U. S. 
Chamber of Commerce. It stated that 
the presence of a company executive 
on the Board was desirable and that 
“we shall continue to work to that end.” 
The report further said: 

“The sessions of the Executive Com- 
mittee during the past year have given 
a distinct impression that the affairs of 
the National Board are carried forward 
in a most constructive way for the bene- 
fit of our membership and the public. 
The chairmen of the several standing 
committees have displayed great inter- 
est in the subject-matters coming with- 
in their purview, evidencing that they 
and their associates are giving gener- 
ously of their time in the development 
of our plans and the furtherance of 
our purposes.” 

The actuarial bureau committee, of 
which C. E. Case, assistant U. S. Man- 
ager of the North British and Mercan- 
tile, is chairman, reported on the classi- 
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Fire Underwriters 


C. Weston Bailey Chosen as President; 
Paul Haid, Vice-President; Secretary, 


Treasurer and Gen. Manager Reelected 


WESTON BAILEY, president 

of the American Insurance 

Company of Newark, was the 
choice of the National Board of Fire 
Underwriters to act as its president 
for the ensuing year. He succeeds 
James Wyper, vice-president of the 
Hartford Fire, who has served two 
terms as president. 

Mr. Bailey has been associated with 
the Board for many years and has 
been an able worker on various com- 
mittees. In his speech of acceptance 
Mr. Bailey remarked on the fact that 
he had entered the insurance business 
just ten years after the organization 
of the National Board. 

Paul L. Haid, president of the Amer- 
ica Fore Group, was elected vice-presi- 
dent and Sumner Ballard, president of 
the International Insurance Company, 
and Wilfred Kurth, president of the 
Home of New York and affiliated com- 
panies, were reelected to the posts of 


secretary and treasurer respectively. 

Wilbur E. Mallalieu, for twenty-three 
years the general manager of the 
Board, was reelected to that post, and 
Miss O. H. Harrison was elected as- 
sistant general manager. 

Percival Beresford, U. S. manager of 
the Phoenix of London, was elected to 
the executive committee for three 
years. It is understood that Mr. Beres- 
ford declined elevation to the presi- 
dency this year, he having been vice- 
president last year. 

Others elected to the executive com- 
mittee were: A. T. Bailey, vice-presi- 
dent, Pennsylvania Fire; C. E. Case, 
assistant U. S. manager, North British 
& Mercantile; F. B. Luce, vice-presi- 
dent, Providence-Washington; Victor 
Roth, president, Security of New Hav- 
en; H. J. Wyatt, vice-president, United 
States Fire. 

The formalities of the elections were 
broken up by several attractive de- 








fication of occupancy hazards which in 
1928, was reduced from 154 classes to 
28. A revision of these 28 classes has 
now been effected in accordance with 
a more logical grouping of related haz- 
ards. The revised classification will be 
presented to the National Convention 
of Insurance Commissioners for their 
approval. There will be issued this 
year a publication showing, for the 
years 1922-1928, the “Classification 
Results” of the classified underwriting 
experience of members of the Bureau 
on fire and lightning business. Ad- 
juster’s loss reports show an increase; 
the loss information service shows a 
definite growth. Classified underwriting 
experience was again supplied to the 
insurance departments of many States, 
thus relieving the companies, in great 
part, from filing individual returns. 
The numerical strength of the Bureau 
is 245 companies, of which 218 are Na- 
tional Board members. 

The report was the subject of com- 
mendation from R. P. Barbour, U. S. 
manager of the Northern Assurance, 
who cited the value of the classification 
system, and Laurence E. Falls, vice- 
president of the American of Newark, 
who said that the committee was a real 
aid in improving public relations. 
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Committee on Adjustments 

The report of the committee on ad- 
justments, submittted by Paul L. Haid, 
chairman, reported that the committee 
through its arbitration service had ren- 
dered decisions in 18 cases. He re- 
ported on the progress of the Fire Com- 
panies Adjustment Bureau, the selec- 
tion of George W. Lilley as manager, 

(Concluded on page 41) 





MISS O. H. HARRISON 
Rewarded with Post of Ass’t Gen. Manager 





WILFRED KURTH 
Reelected National Board Treasurer 


partures from the usual routine. Re- 
tiring President Wyper, in his brief 
words of farewell, paid a gracious trib- 
ute to General Manager W. E. Mala- 
lieu, in which he was joined by the 
whole audience which stood and ap- 
plauded. Mr. Mallalieu thereupon was 
constrained to break his official silence 
at annual meetings and responded mod- 
estly with his thanks for the support 
which the membership had accorded 
him during his twenty-three years as 
general manager and expressed the 
hope that such a fine spirit would con- 
tinue to exist. 


Mr. Kurth then endorsed Mr. Wyper’s 
appreciation of Mr. Mallalieu’s ser- 
vices. He remarked that Mr. Malla- 
lieu’s burdens were so great that he 
had often been urged to obtain an as- 
sistant. But Mr. Mallalieu, said Mr. 
Kurth, always asserted that he had a 
capable assistant. This reference, ob- 
viously, was to Miss O. H. Harrison, 
who has been secretary and assistant 
to Mr. Mallalieu for over ten years. 
Mr. Kurth then took the occasion to 
officially nominate Miss Harrison for 
the post of assistant general manager. 
The membership was surprised and de- 
lighted and unanimously seconded the 
nomination. , 

When R. M. Bissell, president of the 
Hartford Fire, presented, as chairman 
of the nominating committee, the new 
slate of officers, it contained the names 
of both Mr. Mallalieu, and Miss Har- 
rison. Mr. Bissell thus paid his addi- 
tional respects to Mr. Mallalieu, who 
has heretofore been elected by the ex- 
ecutive committee. Mr. Bissell said he 
was glad to shatter the tradition and 
judging from the applause of the mem- 
bership, they were too. 





W. E. Cox 











THE ROMANCE 
OF SELLING 


Everyone has something to sell 
We are all merchants—brokers— 
jobbers—hawkers—or hucksters 

Lindbergh sold an interest in 
his faith to certain financial 
backers. Napoleon sold the dream 
of a world empire to his armies 
Washington sold the spirit of 
victory and independence to his 
half frozen, starved and ragged 
army at Valley Forge 

There is a greater call for sales- 
men than in any other line of 
human endeavor. Successful 
) are students of human 
nature. They mix a little toler- 
ance — sympathy — consider- 
ible cheerfulness and plenty of 
nthusiastic optimism with a lot 
of intelligent work. 

No obstacle—adverse circum- 
stance or human power can hold 
back the salesman who believes in 
himself and in what he is selling 

The salesman who has a set 
goal to attain, tells the truth, 
keeps his appointments, expresses 
a desire to serve, and who is pre- 
pared to prove that he has what 
thers want, will succeed 

One-half the battle is to se- 
cure your prospect’s attention— 
the other half is to have some- 
thing worth while to say 

Size up yourself and assets 
Develop your personality and 
apply yourself to a place in life 
Use common sense means and 
sell yourself 











Sales Help for the Life 


Underwriter 


Article Number Four of a Series Which 
Will Present a Finely Drawn Picture 
of The Complete Life Insurance Sale 


By W. E. Cox 


Meeting the Prospective Buyer 


HE first spoken word is an impor- 

tant part of the sale, and unless a 

favorable interview is granted, re- 
sults seldom accrue. 

Rudy Vallee made this statement: 
“Put yourself across.” I believe he 
meant, “Sell yourself and the rest is 
easy.” 

The other fellow is always quick to 
lend an attentive ear when conversa- 
tion touches on something akin to his 
hopes, aspirations, family needs, busi- 
ness gains, losses or other matters 
where finances are necessary. 

Experience teaches that the first step 
toward a successful interview is the 
presentation of a logical reason for 
asking for one. 

The first objective of every approach 
is to cross the dead line of. interest, 
overcome the so-called sales resistance 
wall, establish confidence and gain a 
consent. 

People are different, but many will 
give a few moments of their time for 
no other reason than to hear what you 
have to say. Many will be reluctant in 
the granting of your request and some 
will refuse. 

Selling is a specialized work con- 
ducted in the main between two peo- 
ple, the seller being entitled to present 
a fair description of his goods and the 
prospective buyer being entitled to a 
complete understanding of those goods. 

In all meetings with a prospective 
buyer, let the matter of common sense 
be your guide. Your business is that of 
conducting an honorable profession and 
the first meeting must be so conducted 
that confidence will be established, not 
only in your profession but in you. 
Your call is about a business matter 
you believe to be of interest to the other 
party and is not for the purpose of vis- 
iting or debating a given subject. Your 
prospective buyer’s time is valuable. 
He wants to conserve and use his time, 
for working hours are his profit hours. 
Therefore, respect his time, but in turn 
ask consideration for yours. 


Today, the future of each individual 
is intertwined with the future of many 
others. No man can live and prosper 
by himself. A helping hand from others 
is needed. An exchange of worthwhile 
ideas between people is of value to all. 
The modern methods in both the mak- 
ing and distribution of trade and com- 
merce has made this so. Your jeb is 
to find or create a market, sell an idea 
and deliver a policy contract so some 
worthwhile, financial obligation may be 
served. That requires a matter of 
thought and salesmanship. 

No matter how great your volume of 
sales may be, each life insurance com- 
pany has the finished product on hand 
for delivery to those who can qualify 
for ownership. The premium deposits 
received not only help you and guar- 
antee the payments of someone else’s 
obligations, but aid all business, for 
those premium deposits are immediately 
invested in some worthwhile sound in- 
vestment, thus releasing money into 
useful channels of trade and finance. 
Each sale is of help to you, the buyer 
and business. 


First Impressions 


The first meeting, spoken word or 
impression conveyed may spell either 
success or failure for the proposed in- 
terview. 

Some tell about trick approaches that 
have been used. Such practice may 
secure an occasional interview, but in 
the end no progress will have been 
made. The life insurance business is 
big business and built with a founda- 
tion of solid stone. The many com- 
panies have the complete confidence of 
the public, while the future financial 
welfare of many individuals has been 
intrusted into their keeping. 

Go tell your prospective buyer that 
you have a message of importance for 
personal delivery to him. Then smile, 
and keep on smiling, for such helps to 
establish confidence and will often melt 
the coldest of an iceberg. People dislike 
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distasteful things or a frown, so a 
smile with its evidence of mirth and 
sincerity is very helpful. 

Suppose an interview is not granted. 
Is there any reason why you cannot 
call back at some future time? Most 
refusals for an interview are because 
nothing was said or done to interest the 
prospective buyer. A spoken word that 
carries weight and backed by persis- 
tency weighs heavily in your favor. 
Each face-to-face meeting should dis- 
close some new dent of weakness. The 
word “No” is a language unknown to 
the salesman. The enthusiastic, sincere 
way in which you ask for an interview 
will often silence the “no” and gain a 
consent. 

One drop of water on a stone will do 
no damage; but many drops, one to 
fall after the other and on the same 
spot will cause the stone to wear away. 

At the beginning, your prospect as- 
sumes a resisting attitude, he is not 
interested. Why should he be? There 
are two good reasons. First, he knows 
nothing about the proposed subject- 
matter and it is logical for a negative 
attitude to be assumed. Second, he be- 
lieves you are there to make an attack 
on his pocketbook. Remember, money 
is a timid matter. Everyone strives to 
accumulate a great pile of dollars. 
while few are successful in retaining 
them after once accumulated. 

Many avenues are open for their 
spending, and no man thinks kindly of 
anything that will cause his pile of 
dollars to dwindle. Since the prospect 
knows nothing about the offer you are 
to make, the attitude is one of resis- 
tance. 


A Former Misnomer 


In the past, life insurance was looked 
upon as a load. The word “carry” im- 
plied a burden. Such was a misnomer 
and misled the people. Education has 
changed this viewpoint and today the 
question is, “How much do you own? 
How large an estate are you buying? 
What amount of an estate will you 
need?” 

These few spoken words will most 
always secure an interview: “Mr. Bell, 
I am here to see you about the elderly 
gentleman who will soon move into 
your home.” Such a statement arouses 
curiosity and disarms one. The pros- 
pect seldom realizes until after the con- 
sent for an interview is granted that 
the elderly gentleman referred to was 
himself. Every person is zealous of 
his old age, and a well-spoken word of 
interest opens the gates for a planned 
interview. For the greatest tragedy of 
all human ills is to arrive at the re- 
tirement period of life without funds or 
income. 

Again, these few words have often 
crossed the deadline of interest: “Mr. 
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Bell, my work is professional and deals 
with the projecting of one’s income. We 
all want to grow financially. It will 
require but ten minutes of your time to 
explain. May I have those few min- 
utes now?” 

The opening statement appealed to 
the hunger to accumulate property and 
the sporting blood was also challenged. 
A definite plan is to be presented within 
a set period of time. Most always the 
prospective buyer will grant your re- 
quest. It is a matter of his time against 
yours and the acceptance of your chal- 
lenge to show him a worthwhile, help- 
ful plan. Just remember, unless you 
ask, you do not receive. 

Once a prominent minister said: “My 
sermons to the heart interest my peo- 
ple, but those sermons directed to the 
head are seldom understood.” Most 
people are moved by an appeal to their 
emotions, and a few spoken words that 
touch the heartstrings will most always 
provide a key to unlock the door to 
the ear and bring the coveted consent. 


Study Human Needs 


One of the first necessities for suc- 
cess in the life underwriting profession 
is to both know and love people. Feel 
free to introduce your subject in their 
language and deal on a common 
ground. To learn the scheme of life is 
a most interesting study. and to work 
among your fellowmen, building finan- 
cial safeguards to protect that scheme 
of life, is a most enjoyable task. Study 
human nature, and the matter of meet- 
ing your prospective buyers solves 
itself. 

Take any successful realtor. He 
dreams, thinks and lives his work. 
What more common sense approach 
could be used than to speak in terms 
of real estate. 

“Mr. Bell, I am Mr. Dutton of the 
Helpful Life Insurance Company. You 
know, my company finances many new 
building projects. What factors will 
enter into determining the value of 
your Hyland Avenue property ten years 
in the future?” 

Your realtor does not know what is 
to follow. The opening remark has 
caused him to think and answer. That 
answer should open the way for an in- 
terview, especially from the describing 
of a parallel case. His objective in life 
is to build, and money is necessary in 
his business. His financial borrowing 
power depends upon the amount of se- 
curity pledged. A life insurance con- 
tract as an asset will help him to com- 
plete his plans. 

Someone has said that life insurance 
is not the work of the “Creator,” but 
instead is the work of the created. It 
is a man-made product where one is for 
all and all are for one. A great army 
of individuals band themselves together 
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so the single unit may receive help dur- 


ing times of stress. Instead of live and 
let live, it is live and help. 

In advance, learn the buyer’s objec- 
tive in life. What has he to protect? 
What does he want to do? Where is he 
going? After you have learned these 
things, help him make the trip. As 
written before, everyone has a secret 
ambition and know what they want to 
do, but their problem is how to do it. 

Take a father who was denied an 
education. He knows more organized 
knowledge would have helped him dur- 
ing life’s struggles and triumphs. The 
mother and he have decided that their 
boy shall have an equal chance in life 
with other educated boys. Both know 
the equipped boy of today will be to- 
morrow’s leader, and the leaders of 
today were students yesterday. Money 
is being saved for the educational days 
of the future. Both parents live, dream 
and have the same thoughts in mind. 
They vision the day when their son 
will be graduated and go forth fully 
equipped. Yet, an early death or total 
disability of the father may defeat 
their purpose and deny the son his 
rightful heritage. You know their ob- 
jective and what they want to do. What 
better first statement could be used. 

“Mr. Bell, I am interested in boys. 
What education will be necessary so 
your son may be well equipped for his 
future place in life.” 

The subject-matter has been opened 
in an interesting and familiar lan- 
guage. Then your sales talk must por- 
tray a plan to help those parents gain 
their objective. Paint a picture of a 
guaranteed financial plan and show the 
son a success as a result of the par- 
ents’ sacrifice. 


Continued Income 


Take any business woman. She is 
the sole support of a widowed and in- 
valid mother. Her objective in life is 
to give all so the mother may never 
suffer want. Her sacrifice is built on 
love, and it is apparent that these few 
words will appeal and touch the heart- 
strings: 

“Miss Gray, I am Mr. Dutton of the 
Helpful Life Insurance Company. Has 
your employer arranged to underwrite 
your salary so that if you were called 
away a regular monthly check would 
continue to go to your mother? Let me 
explain.” 

The greatest job or vocation man 
ever had is to provide for and rear a 
family. Each family has the same 
problem; that is, to live in the present 
and safeguard themselves against the 
future uncertainties of life. Most 
fathers are so busy earning a living 
that they give but little thought to the 
future. Would it not be well to ap- 

(Concluded on page 14) 
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Surplus Total Paid for Whole Gain in 
Total (Assigned or Premiums Total Payments to Total in Year Amount Amount in 
NAME AND Admitted Unassigned) Received Income Policyholders Disbursements (Including in Force at Force in 
LOCATION OF COMPANY Assets End of Year in Year in Year in Year in Year Revivals) End of Year Year 

























$ $ $ $ $ $ 3 $ $ 
Abraham Lincoln Life, Springfield, Ill. . 3,516, 155 399, 625 777,748 997,975 342,420 731,709 7,193,035 28,353,497 1,836,545 
Acacia Mutual, Washington, D. C...... 39, 229, 423 2,004,216 9,625, 238 11,943, 239 3,901,926 6, 640, 149 65, 490, 008 359, 197, 259 21,197,848 
Acme Life, Austin, Texas. ....... iat 196, 624 140,055 166, 660 183,913 1,500 147, 966 4,569, 500 5, 128,700 3, 169, 000 
Aetna Life, Hartford, Conn.. . 424,776,176 49,854,278 79,884,378 100, 600, 493 56, 142, 287 77, 187,330 916,060,151 3,827,858,776 37,909,577 
Afro American Life, Jacksonville, Fla.. .. 659,879 232,584 741,089 764,933 345,992 736, 259 8,226,445 10,816,447 1,007, 958 
Agricultura! Life, Bay City, Mich... 3,214, 189 450,308 498 , 836 685, 368 407,827 601,822 2,825, 180 15,824, 955 395, 761 
All States, Montgomery, ia. iadetiedes 847, 084 728,492 220, 263 275, 809 82,441 243,896 9,771,709 19, 076, 749 5,880, 801 
Alamo Life, San Antonio, Texas... : 563,929 118,550 265 , 502 302,094 62,854 244,418 3, 126, 246 10, 739, 264 —809, 988 
American Bankers, Chicago, Ill... . 5,526,764 380, 251 1, 146, 691 1,427,741 573, 107 1,210, 140 19,859,312 35, 403, 163 —2, 023,703 
American Central, Indianapolis, Ind.. ... 17,831,970 1,091, 656 3, 643, 789 4,866, 117 2,517,318 3,976,555 46,837,818 236,045,915 3, 684,834 3 






















Amer. Farmers Mutual, Des Moines, Ia. 65,072 4,761 65,513 77,050 6,016 46,721 752, 200 2,375, 200 563,200 
American Home Life, Topeka, Kansas.. 1,764, 289 130,569 319,813 404,596 143, 459 282,860 2,532,951 11,082, 790 934,342 
American Life, Denver, Colo......... 3,086, 389 250,000 673, 637 854, 195 289,537 611,791 6,473, 287 21, 428, 136 1,007,612 
American Life, Detroit, Mich.. 16,612,951 1,092, 562 2,644,869 3,618,929 1,515, 600 2,570, 121 13, 122, 176 98, 963,378 692,897 
American Medical Life, Spokane, Wash.. 208 , 426 172, 269 168, 152 196, 423 5,000 165,445 5,305,000 5, 380, 000 5, 290, 000 
American National, St. Louis, Mo....... 3,211,821 447,884 506, 820 914,925 210,816 681, 027 4,570, 087 18, 638,446 869, 694 
American National, Galveston, Texas. . 43,535, 338 6,570,443 14, 175, 584 16, 600, 642 5, 664, 049 11, 367, ome 232,493,660 572,968,391 —32,004,706 
American Provident, Houston, Texas.. 399, 288 220, 335 150, 682 172, 652 9,392 121, 28 4, 166, 675 7,813,973 1,794,051 
American Reserve, Omaha, Nebraska. . 731,372 175,803 425,421 455, 862 47,450 201, 14 2,986, 486 14, 135,440 1,003, 940 
American Savings Ins., Indianapolis, Ind. 215,973 156, 123 117,323 281,641 20,475 212, 656 11, 195, 735 6,527,012 1,264,875 , 
American Savings Life, Kansas City, Mo. 1,203, 045 647,326 422,740 584,576 137,399 455, 621 18, 682,524 16,418, 386 2,398,781 3 
American Security, Birmiaghem. Ala.. 218,175 138,910 120, 446 130,419 20,918 115, 969 2,314, 087 6,617,335 193, 025 
American Standard, Birmingham, Ala. . 688, 674 581,034 116,177 161,768 21,606 187,853 3,539,217 7,255, 560 1,103,285 
American States Life, Lincoln, Nebraska 47,424 29,316 35, 252 38,070 1,400 27,491 328, 600 382,050 142, 498 
American Union Life, St. Joseph, Mo.. .. 2,977,832 600, 081 441,394 565, 188 291,241 579, 765 1, 138,249 12,405,457 —894, 630 
Amicable Life, Waco, Texas........... 8,604, 768 1,620,840 1,472,409 2,004,403 730,314 1,656,574 14,402,409 57,778,228 4, 686, 356 
Atlanta Life, Atlanta, Ga........ . 1,691, 768 376,895 1,734,242 1,804,250 753, 603 1,662,751 12,085, 952 24,976,512 —858,470 
Atlantic Life, Richmond, Va.......... 23,526,490 1,683, 326 4,862,591 6, 264, 675 3,289, 689 5, 062,843 29,725,114 174,124,138 5, 989, 581 j 
Atlas Life, Tulsa, Okla... . ; 2,798,331 475,024 751,321 1,021, 138 253,056 808, 247 8,433,270 28, 544,564 558, 295 - 
Baltimore Life, Baltimore, Md... ‘ 14,374,374 2,231,596 2,981,681 3,687,327 1,579, 732 2,920, 609 28, 187,241 87,679,291 655, 691 & 

















Bankers Credit, Birmingham, Ala... .. . 370,893 301,288 106, 302 139,994 22,356 331,733 7,717,379 10, 463,522 3,701,588 ¥ 
Bankers Health and Life, Macon, Ga. .. 808 , 944 250, 101 1,348, 133 1,414, 198 587,316 1,404, 786 21,550, 530 —567, 268 2 
Bankers Life Co., Des Moines, Iowa... . 148, 905, 570 13, 295, 489 32,772,423 41,545,719 19,341,887 27,003, 993 124, 705, 248 941, 905, 085 16,876, 028 S 
Bankers Life Co., Lincoln, Nebraska... . 39, 725,533 11,923, 260 4,127,317 6,333,878 2,618, 103 4,153,355 17, 120,519 146, 355, 783 6, 494, 883 
Bankers National, Jersey City, N.J..... 2,529,718 540, 067 1,480,424 1,618,710 377,520 1,290, 150 42,965, 627 60,812,879 10,801,727 
Bankers Reserve Life, Omaha, Neb.... 22, 432, 226 2,084, 080 3,947,197 5, 121,550 2,797,383 4,681,702 22,752, 634 132, 027, 869 1,931,799 
Bankers Union, Denver, Colo... . 119, 867 115,423 13, 222 28, 258 (nil) 11,906 384,000 384, 000 #2384, 000 
Bank Savings, Topeka, Kansas... 5,281, 161 450, 483 1,119,838 1,413,118 525, 605 1,032,330 9,194,524 43,881,461 132,313 
Beacon Life, Tulsa, Okla . 262,379 250,710 47,179 199,449 (nil) 81,460 7,616,800 7,616,800 *7,616,800 
Beneficial Life, Salt Lake City, Utah. ... 9,450, 125 1, 455, 266 1,680, 231 2, 166, 385 753, 138 1,333,321 13,370, 398 60,311, 225 4,044, 088 






























Berkshire, Pittsfield, Mass. 47,890,477 2,789,492 6,534, 171 9,187,327 5, 647,433 7,735,406 31,346, 677 230, 453,561 11, 236, 839 
Boston Mutual, Boston, Mass. 10,876, 267 696, 563 3,017,379 3,615,379 1,559, 681 3,060, 264 32, 345, 058 63 , 336, 292 3,231,361 
Brooklyn National Life, Brooklyn, N. Y. 991,862 309, 225 486,577 528,965 113,340 399, 736 10, 653, 104 22, 124,557 4,390, 843 
Builders Life, Chicago, Til... 149, 681 112, 369 46, 185 57,858 5,309 58, 888 2,513, 648 3,040, 100 1,200, 931 
Bldg. and Loan Life, Wheeling, W. Va 207 , 638 157,311 3,127 13,913 (nil) 9,279 1,013,351 1,111,369 1,011,220 ’ 
Business Men's Assur., Kan. City, Mo.. 7,754,010 1,150,440 2,225,572 6, 256, 313 460, 400 5,316, 620 44,020, 646 91, 100, 213 4,058, 906 ; 
California State, Sacramento, Cal.. , 18, 702, 265 1,805, 240 3,038,935 4,313,938 1, 286, 967 2,866, 039 17,744,776 108, 076, 749 1,047,027 | 
Canada Life, Toronto, Ont... . wee 188 , 306, 034 11,396, 123 33, 260,915 44,860, 884 22,961,576 30, 254,392 146,034,288 1,015,711,701 42,401,927 
Capital Life, Ottawa, Ont..... 2,788, 628 212, 188 545,541 689, 892 236,412 472,002 4,000,990 20, 682,329 1,205,823 
Capitol Life, Denver, Colo. ‘ 11,002,741 1,191, 964 1,758, 120 2,450, 604 1, 207,335 1, 987, 062 13,330, 909 72,849,578 —5,371, 454 














Carolina Life, Columbia, 8. C , 1,432, 287 125, 088 999, 027 1,081,376 387,539 942,228 377,750 #2, 205, 612 *—94, 750 2 
Cedar Rapids Life, Cedar Rapids, Ia... .. 4, 140, 907 229, 006 659, 360 899,713 349,432 639, 029 3,554, 684 24,042,273 1,172,970 7 
Central Life of Illinois, Chicago, Ill. 10, 137,340 1,088, 205 1,860, 128 2,454,445 1,039,509 1,932,333 17,495,714 72, 780,793 5, 654, 789 4 
Central Life, Des Moines, lowa 35, 623, 854 3,761,403 6, 265,494 8,291,053 3, 471, 963 5, 274, 267 20, 723, 896 193, 936, 333 3,110,403 
Central Life, Fort Scott, Kansas.. 2,666, 124 103, 587 508 , 033 648, 373 245,344 503 , 853 4,356, 463 20, 263, 737 —63, 265 : 
Central States, St. Louis, Mo.. .. : 14, 403,573 1, 364, 257 2,821, 456 3,820,342 1,231,780 2, 674, 457 18, 247, 265 104, 513, 695 1,623, 689 ’ 
Century Life, Hot Springs, Ark.. 719,873 169, 464 288 , 396 332, 063 88, 832 296, 827 5,915, 663 6,351,890 —681, 367 . 
Chicago National, Chicago, Iil...... 1,966, 859 385,772 774,219 883,881 254,772 938, 250 21,763,612 48, 901, 233 10, 895, 508 
Citizens National, East St. Louis, li. : 169, 920 147, 457 17,776 26,831 234 29, 170 319, 746 718, 148 198,170 
Colonial Life, Jersey City, N. 16,576, 606 1,815,011 5,051,561 5,899, 144 2,015,399 54, 244, 387 120, 921, 222 6,744,447 






















Colonial Life, High Point, N. C......... 870, 663 211,883 315, 543 359, 201 128, 448 j 2,384,810 9, 129, 843 588, 898 i 
Colorado Life Co., Denver, Colo....... 2,044,244 260, 661 788,311 1,895, 736 89, 635 1,503, 487 19, 116,001 25,318,270 16, 581,046 § 
Columbia Life, Cincinnati, O..... 4,330, 636 496,730 588,372 845, 476 416,275 632, 331 6, 856, 388 27, 156, 153 3,723, 757 
Columbian Mutual, Memphis, Tenn... . . 4,435,837 251,398 1, 146,734 1,421,462 682,541 1,178,699 5,691,549 40, 133,814 —1, 606, 025 i 
Columbian National, Boston, Mass...... 41,956,872 3,540,519 6, 208, 597 8,456,351 4,651,227 7,021,810 32, 340, 594 229, 756, 117 —2, 961,904 # 
Columbus Matual, Columbus, O.... 19,000, 522 2,248,561 4,378,790 5,598, 937 2,043, 267 3,336, 136 21,794, 704 137,073, 267 9,410, 283 ; 
Commercial Life Edmonton, Can... 1,503, 439 143, 454 338, 195 465,112 88, 403 219, 290 2,179,670 10,821,019 460, 478 
Commonwealth Life, Louisvile, Ky. 13, 272,814 2,377,421 3,358,775 4, 065, 960 1, 132, 708 2,879,811 38, 171, 123 119, 178, 554 —1,600,841 " 
Confederation Life, Toronto, Ont... . . 81,778, 367 8,669,999 14, 356, 443 18, 753, 958 8,429, 709 12, 209, 798 69, 741, 798 369, 026,570 31,677,322 ‘ 






143, 176, 806 29, 566, 272 37, 384, 096 241,679,390 1,229,539, 612 55, 868, 932 





Connecticut General, Hartforid, Conn.. 


























Connecticut Mutual, Hartford, Conn... 196, 176,022 30, 539, 612 41,696,315 . 27,905,279 129, 269, 445 949, 373,992 53,064,918 PK 
Conservative Life, South Bend, Ind... 2, 466, 185 ~" 913" 113 679, 234 817,358 233,625 561,950 7,278, 704 28, 720,996 —504, 116 + 
Conservative Life, Wheeling, W. Va..... 6,421, 143 824,997 1, 247, 903 1,619,820 730, 713 1,210,035 9,989, 360 40, 179, 068 —2,317,375 d 
Continental American, Wilmington, Del.. 13, 460,959 2,103,641 2,523,043 3, 184, 269 1, 163,916 2,039,415 22,346,499 103,791,444 11,342,748 
Continental Assurance, Chicago, Ill... . . 15,401,971 3,466,840 3,699, 080 4,375,410 998,579 2, 666, 878 43,062,319 145, 885, 151 16, 647, 936 
Continental Life, Washington, D. C... 2,851, 140 667,876 *1, 672,237 42,155,418 542,360 1,469, 927 31.516, 889 537,631,430 2,191,098 P 
Continental Life, Toronto, Ont... 7,203,577 592, 880 1,239,597 1,667,825 729, 124 1, 222, 796 8,831,300 40, 202, 994 1,331,324 
Continental Life, St. Louis, Mo........ 16, 507, _ 1,235,700 3,174,905 4,101,496 1,771,282 3,057,873 21,894,276 108, 905, 009 3,584,170 f 
Continental National, Denver, Colo... . . 225, 8 135, 203 174, 671 250, 988 30, 438 184,502 3,807,500 5,509, 000 1, 460,000 






Cosmopolitan Life, Chicago, IIL........ 282, 744 205, 131 115, 600 153,174 2,500 61, 486 70,378 6, 704, 448 —309, 423 
Cosmopolitan Life, Topeka, Kansas... .. 490, 289 170,190 278,775 299, 042 62,543 181,394 2,062,876 8, 156, 626 1,074,626 


















Cosmopolitan Old Line, —— Neb... 1,700,026 108,371 634, 402 685, 439 93, 246 256, 048 1,263,058 3,092,712 778,417 
Country Life, Chicago, Ill. escceee 641,512 204, 409 728, 154 749, 228 75, 923 402, 432 18,331,750 35, 251,250 15,715, 750 
Crown Life, Toronto, Ont. 15, 387,895 966, 057 3,838, 248 4,829, 1]1 1,444,998 2, 864,316 35, 128, 261 134, 337, 107 12,571,013 
Des!Moines Life & Ann., Des Moines, Ia.. 6,506, 131 864, 805 942, 804 1,956, 646 382,840 942,830 15, 131,559 44, 641,800 9,597,927 
Detroit Life, Detroit, Mich. . 9, 678, 140 1,023,961 2,102,816 2,678,279 1,213, 757 2,076,975 9,687,470 70,278, 196 —7, 128, 989 
Dixie-Atlas-Republic, Nashville, Tenn.. 443, 452 328, 120 189, 433 556, 540 74,302 263,317 3,450,711 5, 928, 728 3,350,871 : 
Dom. of Canada Gen'l., Toronto, Ont.. 3,638, 140 1,819, 483 181,080 204, 802 26, 436 90,735 1,700, 126 7,118,630 779,812 
Dominion Life, Waterloo, Ont.......... 25, 670, 344 3,000, 128 4,613,398 6, 586, 039 2,538, 699 4,092, 280 24,353, 985 145, 445, 576 7,971,025 






DurhamJLife, Raleigh, N. C............ 2,457,018 408 , 599 1,933,357 2,065,976 768,961 1,896, 124 44, 190,761 41,609,741 10, 755, 545 
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LOCATION OF COMPANY 


Admitted 
Assets 


Surplus 
(Assigned or 
Unassigned) 
End of Year 


Premiums 
Received 
in Year 


Total 
Income 
in Year 


Total 
Payments to 


Policyholders 


in Year 


Total 


Disbursements 


in Year 





New 
Business 
Paid for 
in Year 

(Including 
Revivals) 


Whole 
Amount 
in Force at 
End of Year 






Gain in 
Amount in 
Force in 
Year 




















Empire Life, Toronto, Ont............. 
Empire L. & A., Indianavolis, Ind. . 
Equitable Life of U.S., New York, N. Y.. 
Equitable Life, Washington, D. C.. 
Equitable of Iowa, Des Moines, Towa... 
Equity Life, Omaha, Nebraska......... 
Eureka-Maryland, as ae 
Excelsior Life, Toronto, Ont... saith 
Farmers Life, Denver, Colo.. 
Farmers and Bankers, Wichita, Kan... 









Farmers and Traders, Syracuse, N. Y... 
Farmers Union Mutual, Des Moines, Ia. 
Federal Life, Chicago, Ill.............. 
Federal Reserve, Kansas City, Kan..... 
Federal Union, Cincinnati, 0........... 
Fidelity Life, Birmingham, Ala. 
Fidelity Mutual, oe Pa... 
Fidelity Union, Dallas, Texas. . 
First National Life, St. Louis, Mo...... 
Franklin Life, Soringfield, Ill........... 
Gem City Life, Dayton, O............. 








General Mutual, Van Wert, O.. 

George Washington, Charlestown, W.Va. 
tirard Life, a Pa.. 

Globe Life, Chicago, IIl.. 

Great American, Hutchinson, Kan.. 
Great National, Dallas, Texas.......... 
Great Northern, Milwaukee, Wis... . 
Greai Republic Life, Los Angeles, Cal. 
Great Southern, Houston, Texas. ...... 
Great Western, Des Moines, Ia... 












Great-West, Winnineg, Man... . . 
Guaranty Income, Baton Rouge, La... 
Guaranty Life, Davennort, Ia... . 
quweniy Life, New York, N. Y.. 
Guaranteed Securities, Topeka, Kan... 
Guardian Life of A., New York, N. Y.. 
Gulf Life, Jacksonville, Fla... 

Gulf States Life, Dallas, Texas 
Hamilton National, Los Angeles, Cal.. 
Harvester Life, Dallas, Texas. . 






Hawkeye Life, Des Moines, Ia.. 

Home Friendly, Baltimore, Md.. 

Home Guardian Life, Lincoln, Neb.. 
Home Life of America, Wilmington, Del. 
Home Life of N. Y., New York, N. Y.. 
Home State Life, Oklahoma City, Okla. 
Illinois Bankers, Monmouth, Ill... . . 
Illinois Life, Chicago, IIl.. 

Imperial Life, Ashville, N.C... 

Imperial Life, Toronto, Ont.. 


Independent Life, Nashville, Tenn. . 
Indianapolis Life, Indianapolis, Ind.. .. . 
Industrial Life and Health, Atlanta, Ga. 
Int. Travelers Assurance, Dallas, Texas. 
Inter-Southern Life, Louisville, Ky...... 
Interstate L. & A., Chattanooga, Tenn... 
Jefferson Standard, Greensboro, N. C 
John Hancock Mutual, Boston, Mass.. 
Judea Life, New York, N. Y.. 

Kansas City Life, Kansas City, Mo.. 


Kansas Life, Topeka, Kan... 

Knights Life, Pittsburgh, Pa... 

Lafayette Life, Lafayette, Ind.. 

Lamar Life, Jackson, Miss.. 

Legal Life, Topeka, Kan.. 

Liberty Life, Topeka, Kan. 

Liberty Life, Greenville, S. C.. 

Liberty National, Birmingham, Ala... 
Life and Casualty, Chicago, III... ob 
Life and Casualty, Nashville, Tenn..... 


Life Ins. Co. of Va., Richmond, Va...... 
Lincoln Liberty Life, Lincoln, Neb.. 
Lincoln National, Fort Wayne, Ind.. 
Lincoln Reserve Life, Birmingham, Ala.. 
L ondon & Scottish, London, Eng. 
London Life, London, Ont. . 
Los Angeles Life, Culver City, Cal.. 
Manhattan Life, New York, N. Y.. 
Manhattan Mutual, Manhattan, Kan... 
Manufacturers Life, Toronto, Ont..... ; 


Maritione Life, Halifax, N. S., Can.. 
Maryland Life, Baltimore, Ma.. 

Massachusetts Mutual, Springfield, Mass. 
Mass. Protective Life, Worcester, Mass.. 
Metropolitan Life, New York, N. Y.. 
Michigan Life, Detroit, Mich.. en 
Mid-Continent Life, Okla. City, “Okla... 
Midland Life, Kansas City, Mo.. : 
Midland Mutual, Columbus, 0......... 
Midland National, Watertown, 8. D..... 


Midwest Life, Lincoln, Neb... . 
Ministers Mutual, Boston, Mass.. ; 
Minnesota Mutual, St. Paul, Minn...... 
Mississippi Valley Life, Madison, Ill... . 
Missouri Insurance Co., St. Louis, Mo... 
Missouri State Life, St. Louis, Mo...... 
Modern Life, St. Paul, Minn. 
Monarch Life, Springfield, Mass. . 
Monarch Life, Winnipeg, Man.. 
Montana Life, Helena, Mont.. 






























$ 
1,878,298 
787, 


661 
1, 284, 286,816 
8,692,8 


118,702) 147 
0, 847 
5,901,217 
17,519,742 
3,466, 170 
9,816, 147 


4,827, 189 
1,096, 044 
13,586, 989 
8,824,644 
4,066, 733 

245,397 
93,543,499 


2,385,272 


173,733 
5,309,000 
6,922,356 
3, 155, 857 
1,533, 384 

459, 256 
5, 467,328 
5,290,575 

40,316,882 
1,769, 276 


129, 147, 632 
518,612 
6,200, 951 
904,712 
327,361 
84,737,076 
1,516, 137 
992,494 
457, 246 
1,314, 856 


1,570, 236 
2,374,721 
229, 548 
12,052,513 
75,573, 884 
776, 661 
13,772, 703 
40, 232,611 
1, 195, 359 
62,979,827 


24, 016, 619 
2,631,858 
52,958,979 
584, 121,813 
790,014 
66,534,075 


3,351, 087 


12,200, 176 


69,614, 165 
2,949,977 
76, 238,358 
2,085, 105 
10,065, 644 
65,346,491 
468,798 

20, 767,644 
755, 214 
109, 027, 467 


962,729 
5,881,509 


392, 765,509 


2,792,887 


3,310, 021,818 


5,553,991 
4,673, 237 
5,311,181 
19, 843, 957 
5, 644, 267 


4,852, 669 


70 
151,628,922 


1,495, 170 
819, 190 
10,070, 439 
11, 267,890 














§ 

492, 985 

559,310 
109, ~ 829 





412,084 


169,075 
447,414 
1,555, 787 
243, 636 
267,675 
333, 466 


4,795,625 
377, 185 


15,973, 649 
201, 246 
360,797 
880, 190 
177, 366 

8,604,490 
532,726 
351,047 
379,095 
985,959 


250,547 
884, 049 
45,592 
814,329 
5, 887,093 
669, 629 
1,039, 461 


6, 447, 294 


343, 105 
826,927 
584,871 
145,719 
4,242, 982 
569, 763 
4,942, 232 
63, 143, 144 
264,508 
6, 932, 229 


618,309 
287,859 
531,813 
755,431 
25,144 
530, 775 


2,791, 


11,609, 075 
542,822 
6,594, 955 
374, 087 
4,115,259 
48, 305, 636 


13, 543, 074 


264, 221 
995,417 
26,671,327 
848,946 
304, 172,976 
1,777,968 
259, 854 
208, 390 

2, 159, 205 
1,040,718 


560, 986 
59,564 
2,430,032 





1, 459, 922 





$ 
525,095 
380, 800 
259, 698, 264 
2,378,191 
19,655,611 
211,726 
1,684,030 
2,881,275 
356, 234 
1,420, 682 


956, 769 
432,932 
2,984,792 
1,755, 658 
948, 281 
73,104 
14,714,079 
585, 201 
477,785 
6, 016, 252 
688,570 


6,493 
745,570 
1,034, 213 
913,980 








10, 745, 


623, 296 
2,841, 97: 
123, 569, 261 

30, 587 
3,975,870 


12,873,491 
969, 063 
20,059, 853 
450, 088 
696, 855 
13, 120, 1: 
91,696 
2, 955,819 
229, 
572 


20,876, 
259, 423 
533,025 

62, 068, 896 
735, 288 

678, 666, 139 
668,778 
1,307,033 
1, 133,372 

3,764, 065 
715,774 


637, 635 
104, 046 


131, 203, 210 
29,753, 789 
494, 663 
379,899 
1,655, 084 
1,884, 344 





$ 
659, 058 
423,934 
325, 943, 076 
2,865,412 
26,979,535 
243, 289 
2,001,927 
3,773, 680 
553,344 
1,958,077 


1, 189, 268 
593,877 
3,757,294 
2,301,871 
1, 167,482 
90,719 
20, 187, 206 
615,858 
1,591,039 
7,679,926 
888,727 


83,548 
1,084,334 
1,411,424 
1,056,941 

470, 162 
270, 084 
1,197,099 
1,339,586 
18,615,079 
483, 189 





27, 284, 203 
309, 066 
1,619,879 
875, 242 
260,531 
21,444,178 
1,595, 130 
834,542 
122, 805 
294, 261 





379, 766 
1,597, 756 
164, 456 
3,914, 253 
15, 931, 439 
816,569 
9,676,077 
6, 926, 299 
903,917 
14, 153, 106 


802, 368 
3,587, 884 
3,625, 012 

40,409 
10,918,377 
1,449, 626 
14,421,881 
152,192,114 
402,751 

15, 959, 078 


1,037,476 
1,512,680 
1,248, 805 


410,843 
5, 985, 876 


16, 733, 437 
1,117,497 
24,197,914 
657,469 
1,214, 684 
17, 292, 265 
157, 205 
4,054, 645 
267,317 
27,076, 404 





9 
840, 466, 188 
5,177,555 


1, 018, 666 


868, 635 
141,701 
7,951,942 


409, 556 
2, 173,036 
2,488,723 





$ 
113,803 
79,344 
171,375, 191 
,847 


395,555 
761,225 


243, 257 
101,077 
1,775,215 
1,177,360 
497,879 
7,620 

12, 139, 594 
22, 257 
211,012 
3,387,481 
254, 959 


(nil) 
596,573 
685,774 
333, 299 
107,000 
16, 236 
473,712 
614,429 
4, 106, 708 
64,528 


12,644,191 
85,973 


9 933. 992 
415,434 
91,543 
1,422 
34,761 


133,723 
705,526 
7,119 
1,593,954 
9, 013, 825 
24,017 
1,460, 625 
3,575, 486 
234,490 
6, 530, 785 


194,573 
1,179,115 
1,451,746 


2,541,380 


tort 460 


291, 286 
391,832 
44,700 
1,173,752 


6, 946, 670 
116, 034 
10, 845, 536 


2,618,019 
40,175 
11,874, 267 


29, 636 
558,590 
43,761,971 
120;912 
378, 736, 519 
5,046 


a7, 555 
633,478 
2,396, 888 
426,724 


= 980 


749, 427 
952, 784 


1,300,865 





560,719 


"908, 218 


5, 490,586 


568, 269 


12,749 
953, 721 
1,078, 663 
736, 313 
277,484 
211,448 
894, 332 


1,042,957 


¢ 


9,094, 464 


275, 564 


18, 047,089 


227, 143 


1, 134, 796 


110, 054 
206, 615 


14,594, 622 
1,274,255 





380,513 
180,098 
252, 272 


235, 824 





1,486, 742 


77,036 


3,171,950 
12,479,490 


725, 876 


3,798, 769 
6, 131, 155 


738,759 


9, 139,004 


692,714 


2,081, 780 
3,479, 623 


109, 180,342 


248,913 


9,459, 999 


1, 


754, 260 
053, 386 
840, 887 
, 572,920 

6,969 


210,979 


5,509,446 
12,826,578 





559, 418 


ae 


17,911, 676 


128,814 


547,046,210 
2,316,912 
1,175,488 
1,174,271 
3,468, 163 


—— 


753, 190 


238, 
442,175 
570, 337 











$ 

4,832,207 
16,829,471 
828,970,531 
4,810,301 
77,281,001 
3,409, 284 
26,731,043 
23, 245,320 
3,245,801 
11,096, 947 


7,125,451 
3,050, 200 


36,819, 267 
11,417,794 


524,750 
4,405, 523 
6,019,379 
8,561, 784 
3,005, 969 


06 
117, 293,331 
5,873,500 


71,652,878 


87. 580, 322 
31,401,546 
1126; 620, 198 
3, 280, 680 
4,579, 064 


1,386, 347 
11,725, 174 
1,151,000 
23, 667, 699 
58,056,819 


18, 952, 450 
10, 207,790 
37,350, 210 


14,310,437 
19, 226,550 
63, 788, 672 
1, 182,750 
36, 676, 921 
32, 642,387 
65, 246, 826 
817,178,778 
4, 207, 647 
77, 888, 227 


11,178,815 
18,590,910 
4,929,460 
13, 583, 675 


116, 613, 536 


109, 939,879 
7,116, 646 
252, 129, 693 


20. "455, 937 
1,599, 295 
79, 807, 139 

















t 
20,117,415 
10, 252, 782 
75,646, 733,551 

63, 607, 247 

644,502,740 
8, 180, 661 
67,929,974 
100, 082, 086 
15,619, 463 
50,540,570 


36, 159,495 


“2, 696. 587 


19, 524, 675 
225, 128, 782 
31, 208, 147 


524,750 
26,711,556 
40, 348, 662 
31, 179, 694 
10,507, 137 

8, 600, 263 
36, 279, 803 
35, 245, 742 

276, 953, 730 
17,735,016 


614,405, 447 
7,596, 955 
54,009, 998 
3,030,477 
8,532, 266 
502, 763, 636 
37, 676, 853 
23, 143, 869 
4,172,480 
11, 151,751 


8, 158, 548 
18,791,943 
4,478,500 
104, 044, 285 
400, 086, 306 
13,852,092 
98, 387, 057 
172,050, 119 
14,922, 421 
300, 932, 203 


24, 006, 983 
101, 394, 823 
39, 624, 368 
1,386, 759 

155, 320, 287 
40, 895, 358 
370, 766, 903 
3,524,312, 144 
13,408,751 
446, 206, 242 


30, 361, 482 
47,944, 258 
29, 347, 053 
71,079, 566 


155, 450, 388 


375, 243,870 
23,518, 605 
890, 892, 187 
17, 423, 583 
17,905, 072 
ar 018, 057 
03, 308 

101" ‘520, 663 
7,355,917 
529, 984, 752 


2,951, 603 11,353,986 
2,098,479 21, 293, 986 
280,990,367 2,096, 730,715 
6, 129, 694 26, 667,340 
183,305,037,927 18,810, 966,384 
136,585,827 36,332,976 
9,460, 846 41,995, 234 
10,930,710 45, 063,506 
15,822,357 111,634, 276 
5,855, 688 29,038,921 


2,882,119 


284, 780, 270 
2,558,748 
6,037,381 
12, 143,916 
10, 604, 709 


24,844,031 
2,844, 04 
207, 945, 603 
10,799,449 

7, 686, 508 
1,249, 920,574 
13, 638, 363 
13, 637, 456 
63,900, 511 
55, 568, 783 














$ 

480,928 
57,578 

242, 832,930 











—198, 536 


2,818,211 
1,770, 126 














1,817,532 


"524,750 
158, 198 
























193 030,477 
1,120,824 
37,599, 494 
—3, 866,873 
2,830,270 
1,109, 180 
1,467,385 


208, 651 
—245, 769 
620,000 
3,981,621 
17,626, 741 


—9, 978,514 
—6, 521,007 
—114, 888 
11, 460, 821 


—1, 285, 739 
7,875,998 




































—3, 139, 175 
—4, 286,570 

5,030, 645 
216, = 891 
9,9 


04 
13,572, 734 


—2,457,791 
5,634,175 












1, 193, 561 
—5, 048, 437 


1,414, 198 
3,015, 086 
78, 432, 275 
505, 048 
—345, 341 
32,900, 110 
—1, 265,595 























25, 503, 549 


2,327,784 
—126, 407 
126, 522,318 
1,321,220 
877,365, 932 
25, 992,426 
—532,326 
2,637, 546 
3,954, 432 
29,077 


—162, 113 
27,184 
24,633,442 
—2, 030,818 
—1,406, 151 
17, 155, 309 
1,032,593 
4,005, 735 
2,331,903 
370,750 



























THE SPECTATOR 
June 4, 1931 





















NAME AND 
LOCATION OF COMPANY 


Montreal Life, Montreal, Que... 
Morris Plan, New York, N. Y. 

Mutual Benefit, Newark, N. J.. 

Mutual of Baltimore, Baltimore, Md. 
Mutua! Life of Can., Waterloo, Ont... . .. 
Mutual Life of New York, New York. 
Mutual Trust Life, C hicago, Il.. 
National Benefit Life, Washington, ‘D.C. 
National Equity Life, Little Rock, Ark.. 
Nat'l Fidelity Life, Kan. City, Mo...... 


National Guardian Life, Madison, Wisc. 
National Life and Ace., Nashville, Tenn. 
National Life Co., Des Moines, Ia. 
National Life, Montpelier, Vt..... 
National Life of Canada, Toronto, Ouat.. 
National of U. 8. of A., Chicago, Ill.. 
National Old Line, Little Rock, Ark. 
National Old Line, Wichita, Kan.. 
National Reserve Life, Topeka, Kan.... 
National Savings Life, Kans. City, Mo... 


Nat'l Security Life, Wichita Falls, Tex. . 

National Standard, Houston, Texas... 

National Union Life, Spokane, Wash. . 

New England Mutual, Boston, Mass... 

New World Life, Spokane, Wash..... 

New York Life, New York, N. Y.. 

North American, Chicago, IIl.. — 
North American Life, Toronto, Ont . 

N. Am. Life and Cas., Minneapolis, Minn. 

N. Amer Reassurance, New York City.. 


North Carolina Mutual, Daten, N.C. 
Northern Life, Seattle, Was 
Northern Life, London, oe 
Northern States, Hammond, Ind. 
Northw’n Life and Acc., Seattle, Wash... 
Northwestern Life, Omaha, Neb. 
Northwestern Mut., Milwaukee, Wis 
Northwestern Nat'l, Minneapolis, Minn. 
Northwestern Union, Ottawa, IIL... 
Occidental Life, Los Angeles, Calif. 


Occidental, Albuque rque, N. M.. 

Ohio National, Cincinnati ° 
Ohio State, Columbus, O 

Oklahoma Life, Oklahoma City, Okla. 
Oklahoma Southern, Okla. City, Okla. 
Old Colony, ( “hicago, Ill. 

Old Line Ins., Lincoln, Nebr... || | 
Old Line Life, Milwaukee, Wis. . 

Old Republic Life, Chicago, Ill 

Omaha Life, Omaha, Neb... .. 


Ontario Equitable L. & A., Waterloo,Ont. 
Oregon Mutual, Portland, Ore 

Our Home Life, Ws toa ky D.C.. 
Pacific Mutual, Los Angeles, Cal. 

Pacific National, Salt Lake City, Utah 
Pacific States Life, Denver, Colo. 
Pan-American, New Orleans, La... 
Peninsular Life, Jacksonville, Fla.. . 
Penn Mutual, Philadelphia, Pa... . . 
Peoples Life, Washington, D. C......... 


Peoples Life, Frankfort, Ind.. 

Peoria Life, Peoria, Il.. 

Philadelphia Life, Philadelphia, Pa... 
Phoenix Mutual, Hartford, Conn. . 

Pilot Life, Greensboro, N. C.. 

Pioneer Life, Greenville, 8. C. 

Pioneer National, Topeka, Kan.. 

Pioneer Reserve, Little Rock, alata 
Polieyholders Nat. L.. 3 
Postal Life, New York, i Wes 


Postal National Life, New York City. . 
Presbyterian Min. Fund, Phils., Pa. . 
Protective Life, Birmingham, Ala... 
Provident Life, Bismarck, N. D. ° 
Provident L. & A., Chattanooga, Tenn.. 
Provident Mutual, +s Ree Bes 
Prudential, Newark, N. J. 

Puritan Life, Providence, R. L........ 
Pyramid Life, Little Rock, Ark... . 
Pyramid Life, Kansas City, Mo...... 
Register Life, Davenport, Ia........... 
Reliance Life, Pittsburg, Pa.. 

Republic Life, Dallas, Tex. 

Reserve Loan Life, Indianapolis, Ind. 
Rio Grande National, Dallas, Texas. . 
Rockford Life, Rockford, IIL. 

Royal Union Life, Des Moines, Ia... 

St. Louis Mutual, St. Louis, Mo. 

San Jacinto Life, Beaumont, Tex. . 
Saskatchewan Life, Regina, Sask... 


La Sauvegarde Life, Montreal, popnene : 
Scranton Life, Scranton, Pa... .. ‘ 
Seaboard Life, Houston, Tex.. ‘ 
Sec. Life and Tr., Winston-Salem, N.C. 
Security Life of America, Chicago, Ill... 
Security Mutual, Lincoln, Neb... . - 
Security Mutual, Binghamton, N. Y..... 
Sentinel Life, Kansas City, Mo. 
Service Life, Lincoln, Neb... 

Shenandoah Life, Roanoke, Va.. 








Total 
Admitted 
Assets 


i 
5, 439, 084 
1,646,059 
571, 796, 683 
15,095, 291 
116, 662, 060 
l, 052, 196, 494 


860,476 
4,585, 400 


7, 152, 287 
29,564,545 
5, 942, 387 
138, 342,375 
10, 621,789 
57, 120,357 
510,827 
194, 869 
3,221,470 
1,217,076 


935,756 
1,042,551 
199,096 

253, 486, 536 
10, 156,514 

, 789, 067, 734 
14.424, 064 
45, 196, 783 
435, 000 
12,401,212 


3, 783,619 


937, 721, 307 
42,012,672 

305,451 
22, 890, 628 


4,110,752 
13,890,812 
13, 392, 626 


4,445, 101 
16, 270,718 

,143 
2,655, 496 


7,816,487 
* 442,060 
148, 459 

177" 672,731 
1,029, 022 


150, 103, 536 
13,576, 645 
484, 681 
—¥ 762 


539, 087 
20,938, 472 


322,959 


1 082; 631 


6, 158, 275 
68,875,791 

327,399 
12,029, 600 

208 , 249 
2,846, 129 
32, 303, 578 


6, 167,713 





Surplus 


(Assigned or 
Unassigned) 
End of Year 


$ 
$10,719 
1,372,101 
$7,545, 499 
1,802, 636 


12, 468, 
107, 726, 269 
2, 064, 689 
386, 939 
193,597 
303,978 


838, 283 


191,057 


275,756 
350,917 
167,591 


155,273 


255, 680 
17102, 444, 554 
4,558, 554 
175, 380 
2,044,873 


321, 336 
1,955,972 
1,743,422 

183, 552 

321,777 
1,043, 638 

563,512 
1,821,319 

, 787 

239, 496 


973,342 


18,497, 217 
858, 059 


367,327 
2,279, 264 
294 


507 
45, 286, 671 
163,574 


996, 628 
1,220,844 
1, 159,860 
12, 693, 376 

1,526, 420 


1, 
2725, 986, 427 
98171, 415,550 
227, 149 
106, 097 
763, 173 


393, 452 
6, 237,747 


471,310 
597,452 


1,069, 222 
410,793 
267, 988 

1, 135, 787 





Premiums 


Received 
in Year 


t 

1, 169, 669 
876,973 
79, 152,719 
5,902,893 
17,809, 364 
171,574, 936 
5, 923,333 
3,071,327 
296, 461 
1,053, 880 


1,428,826 
8,940,921 
1,752,178 
20,523,944 
1,745,016 
6,558,070 
224,559 
116,797 
583,735 
427, 057 


239, 384 
164,860 
46,713 
38,896,417 
1,602, 283 
283,474,894 
2,036,313 

6, 407, 088 
63,839 
3,448,355 


1,901,037 
3, 229, 693 
1,768,879 
1, 356, 379 
46, 052 

439, 691 
128, 426, 522 
9,386,717 
94,731 
4,501,551 


935, 392 
2,557,373 
2,629, 194 

111,962 

31, 798 


483,828 


1,399, 294 
1,916, 230 
270, 109 
27,909, 170 
251,875 
561,917 

5, 766, 923 
1, 135, 673 
72,369,014 
193, 698, 137 


1, 284, 060 
5,575,370 
2, 157, 189 
24, 086, 530 
3,079,515 
336, 149 
119,890 
20, 892 
236, 323 
1,346, 458 


948, 935 


2, 026, 739 
944,301 
3,910,584 
421,394 
1,001,839 
2,001, 266 





Total 
Income 
in Year 


3 
1,555, 413 
958, 167 
110, 740,033 
6,624, 781 


1,418, 172 


1,822, 198 
10, 191,989 


570, 028 


283, 238 
624,174 
64, 732 
53,051,795 
2, 152, 362 
384, 116,578 
3 569, 506 


4, 111,947 
2,078,422 


1, 791,870 
59,596 
549,474 
184,001,291 
12,035, 528 
133, 748 
5,797,590 


1, 140, 487 


2,507, 155 


50, 436 
3,773,794 


46,529, 120 
682,953, 389 
354,527 
290,715 

30, 020 


1,273,678 
18, 454,610 


2,823, 729 
198, 829 
77 71, 974 


oa 
= 
s 
to» 

2% 
= 


1,172, 136 
1,925, 239 

315,399 
1,206,471 
4,692,576 


2. 329, 318 





Total 








Payments to Total 
Policyholders Disbursements 
in Year in Year 
$ $ 
584, 061 1, 103, 648 
215,559 747,219 
70, 695, 444 87,063,061 
1,524,720 4,529,026 
12,272,783 17,057,539 
136, 543, 784 167,556, 758 
3,145,170 4,832,863 
2, 028,823 , 925, 060 
69,893 191,317 
326, 886 886, 882 
625, 366 1,049, 249 
2,538,519 6,813, 903 
1, 140,965 1,718, 122 
15, 930, 5038 20, 296, 210 
1,077, 450 1,846,538 
6,010,010 9,801, 138 
21,673 142,455 
38, 833 112,440 
192,785 506,798 
172,010 357,704 
33, 143 206, 930 
18,507 202, 207 
7,134 64,991 
28,278,912 36, 247,310 
54,574 1,470, 934 
201, 255, 103 260, 495, 581 
1,305,272 2,464. 647 
4,291,002 6,054, 212 
18, 585 61,552 
1,726, 063 2,363,881 
882,004 1,873, 908 
1,552, 986 3,091,227 
1,067,957 1,737,323 
823,917 1,494, 961 
7,021 36, 824 
196, 229 368, 082 
108,871,890 134, 333, 423 
4,832,491 7,715,520 
26,421 102, 245 
2,484,574 4, 157,375 
446,840 923,548 
1,161,215 2,674,743 
1,178,505 2, 106, 282 
13,643 120, 126 
(nil) 277, 769 
590, 806 1,074,774 
277,878 877,306 
1,178,565 2,249,956 
23, 086 99,780 
216, 686 438,218 
569, 3: 1,133,741 
1,055,621 1,612,278 
124,472 293, 242 
18,970, 184 26, 861, 763 
34, 231 424,384 
236, 876 779,619 
2,893,462 5,382,499 
7,016 1,113,429 
55, 167,859 72, 061, 043 
1,417,545 3,382,007 
719,576 1,274, 185 
2,787, 137 4,864, 900 
2,108,922 2,934,339 
14, 518,470 20, 927,118 
1,844,393 3,115, 152 
125, 111 373, 230 
6,000 80,629 
2,793 20,004 
47,044 156, 668 
3,569, 586 4, 129, 065 
(nil) 34,879 
2,538,620 2,863,735 
1,008, 227 1,652,571 
,039 449,218 
522, 883 955, 12 
27,779, 181 35,096, 223 
327,861,427 469, 064,975 
184,424 298, 
51,375 194, 573 
(nil) 56,778 
532,727 913,375 
7,495, 904 11, 787, 947 
15, 043 260, 278 
1,256, 797 2, 288, 364 
12,894 177,311 
240,772 491, 188 
2, 960, 883 4,858, 032 
290, 124 425, 139 
304,519 613,728 
114.192 306, 360 
510, 423 869,317 
1,172,037 1,769,069 
16, 984 87,033 
530, 888 815,887 
1,085,889 3,332,840 
417, 104 735,177 
2,256, 952 3,680, 200 
120, 223 586, 
196, 349 , 522 
’ 1,544, 698 





New 
Business 
Paid for 
in Year 

(Including 
Revivals) 


g 
11,455,719 
38, 106,742 

214,769,151 
118,431,443 


7,699,395 


6,592,911 
154,712, 660 
8,550, 750 
76, 156, 617 
12, 638,450 
26, 646, 656 
2,096,000 
1,802,000 
4,923,505 
3, 145,374 


4,290, 259 
112, 456, 626 


14, 694, 847 
25, 798, 240 

831, 644 
54, 143, 900 


14,442,516 
25, 201,712 
8,596, 452 
10, 281,501 
000 


2,135, 669 
352, 872, 618 
72, 132, 757 
2, 762, 065 
35, 466, 999 


7,487,635 
22,948, 154 
13, 028, 440 


118, 630,515 
42,286,770 
19, 123, 361 
293, 291, 267 
47, 125,882 


9, 249,374 
50, 584, 458 
9, 404, 658 
88,577, 690 
26,791,559 
2°13, 662, 435 
1,565,000 
78, 100 
2,484,000 
3,172, 283 


1,850,015 


130,872, 308 
3,367,617, 862 
1,507,177 
3,256,316 
437,200 


4, 146, 232 


12; 876, 713 
5,972,345 
45,473,499 








Whole Gain in 
Amount Amount in 
in Force at Force in 
End of Year Year 
$ 
40,056,791 —139, 705 
38,946,777 —741, 049 
2,490,811, 762 55,799,420 
170, 636, 127 , 041,539 
492,833,318 31,522,665 
4,464, 278, 069 165, 503,523 
178, 691,926 12, 621,948 
65,754,378 —7, 688,934 
9,604,331 466, 838 
37,572, 182 86,388 
48, 145, 806 2,093,678 
315, 004,537 4,382,497 
81, 269, 543 —7,976,931 
616,888,319 19, 695, 200 
61,079, 186 1,219, 163 
276,569,082 —11,281,200 
7, 128,500 956, 000 
3,696,820 899,500 
18, 792, 948 872,117 
15, 475, 266 —86, 897 
9,302, 103 969,970 
13,618,561 10,419,099 
2,319,800 1,228,5 
1,264, 401, 948 62,300, 889 
51,056, 596 1,259, 665 
7, 626,719,775 360, 551, 299 
81,399,073 2,259,076 
191, 663,379 3,724, 631 
2,406, 559 493, 304 
206, 161,000 16, 390, 100 
36, 614, 282 —2, 262, 904 
95, 463, 554 5,397,736 
57,900,316 —3, 185, 228 
54,777, 025 1,344,7 
1,544,504 155,500 
16,045, 743 —2, 000, 703 
4,055, 474, 187 142, 231, 185 
350,876, 082 25, 362, 032 
, 057,330 953, 841 
160, 133,851 9,481,095 
30,211,641 107,072 
85, 120,791 9,030, 616 
81,934, 084 1,912, 156 
4, 162,720 611,175 
1,050,500 181,050,500 
29, 276, 668 —1,328, 438 
36,551,837 5,275, 393 
97, 244,098 73, 
4,113,581 1,096, 693 
16, 460, 983 —90, 404 
53,677, 199 1,217, 186 
58,016, 208 2,814,502 
11,310,091 1,228, 39 
766, 887,350 33,418, 691 
11,066,300 5, 297,1 
30, 034, 150 12, 586, 242 
190, 583, 057 8,576, 184 
19, 401,392 —3, 057, 681 
2,105, 261,315 103, 702, 649 
60, 274, 900 —5, 380, 052 
50, 367,849 1,363, 380 
209, 672, 936 18,810, 808 
79,515, 100 —3,631,074 
623, 567,336 39, 512, 853 
102, 543, 244 —1,057,951 
25,873,472 3, 155, 388 
3,056,500 513,000 
1,505,500 71,000 
8,315,013 1,168,090 
53,353, 649 212,577,509 
1,850, 137 1,552, 137 
57,510, 203 429,774 
71,014, 657 1,306,349 
19, 929, 382 —196, 275 
54, 603, 238 9,990,710 
1,015, 616, 237 39,315, 532 
15,303,819, 295 990, 680,377 
10, 383, 159 303, 589 
9, 002, 862 394, 937 
554, 100 286, 900 
34, 866, 855 103,941 
466, 790, 080 28,818, 265 
12,410,840 5,396, 560 
77, 488, 983 —1,979,510 
5,010,500 2,899, 000 
25, 885, 647 335, 320 
148, 196,179 1,688, 958 
12, 906, 436 100,374 
25, 121, 285 4,076,386 
14, 421, 229 1,411,875 
31, 155, 935 717,435 
43,412,828 156, 064 
14, 655, 923 2,063, 693 
28,641,897 —900, 
133,702,974 69,324,050 
29, 697,631 2, 625, 69: 
118, 472, 100 1,056, 035 
17,549, 232 5, 638,281 
19, 947,027 2,803,944 
115,898,272 29,692,972 
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‘ Total i Whole Gain in 
Total ( Pe mm or Premiums Total Payments to Total in Year Amount Amount in 
NAME AND Admitted Un ) Received Income Policyholders Disbursements (Including in Force at Force in 
LOCATION OF COMPANY Assets End of Year in Year in Year in Year in Year Revivals) End of Year Year 
: $ x $ $ z $ z $ 

Southeastern Life, Greenville, s. a 4,249,025 367,173 950, 327 1,281,936 562, 127 968,919 13,300, 265 44, 639, 692 135, 793 
Southern Central, Meridian, Miss....... 184,279 175,790 20,894 63,149 (nil) 63,875 a 1,027,104 26] 027, 104 
Southern L. & H., Birmingham, Ala.... . 967,343 335, 624 $1,293,404 1,355, 229 501,887 1,281, 258 18,745,379 18,012, 084 —1, 698,078 
Southern Old Line, Dallas, Tex......... 235, 293 175,749 137,590 265, 752 6, 125 174,844 7,428,979 7,871,216 5,552,593 
Southland Life, Dallas, Tex............ 18, 987,993 1,257,997 3,871,219 5,092,565 2,334,912 4,317,130 30, 109,411 153,421, 101 —4, 085,274 
Southwestern Life, Dallas, Tex......... 36,615, 434 5,235,318 7,062,448 9,274,015 3,654,779 6, 083,275 68,376,730 279,400,038 7,731,334 
Sovereign Life, Winnipeg, Man.. . 6,024,837 1,011,498 853,845 1, 185,302 391,516 741,471 4,784, 600 30,014,589 556, 009 
Standard Life, Edinburgh, Scotland. . 19, 787, 865 7,846, 362 950, 586 1,519,552 1,062,766 1, 267, 688 2,652,899 31,330, 234 477,544 
Standard Life, Pittsburgh, Pa. ‘ , 747,966 63,790 736,310 1,099, 192 694, 568 1,014,832 3,640, 153 26, 867,997 —434, 087 
State Farm Life, Bloomington, Ill. 527,963 425,933 121,835 182, 006 22,315 205,478 5, 260, 304 7,022,304 4,989, 804 
State Life of Illinois, Chicago, IIl.. . 271,021 148, 433 143,517 225, 837 25,872 183,535 4,535, 626 5, 674, 152 3,724,988 
State Life, Indianapolis, Ind.......... 51, 435, 207 2,448,731 8,507, 668 11,306, 358 6,344, 807 8,772, 868 39,001,308 281,844,735 3,989,455 
State Mutual, Worcester, Mass... .. 143, 282, 128 15, 259, 174 19, 492, 254 28, 255, 870 15, 746, 847 20, 691, 428 68, 824, 633 657, 950, 027 28,153,779 
State National, St. Louis, Mo. P 172, 056 074 21,759 66,773 1,000 49,517 1,360,412 1,500, 130 1,139, 681 
State Reserve Life, Fort Worth, Texas. 549,956 160, 932 197, 661 225,473 33,037 114, 692 2,342,607 8,939,915 729, 634 
Sterling Mutual Life, Houston, Tex. . 136, 887 63,814 97,962 183,437 4,429 76,018 14,871,500 6,093,000 4,000,500 
Stonewall Life, Vicksburg, Miss. 219, 488 179,795 88,537 124,481 3,542 158, 663 3,382,610 2,340,500 2,562,500 
Sun Life, Montreal, Quebec. 587,449,555 64,567,291 138, 904, 758 190, 289, 101 81,274,581 123, 622,093 769,494,740 2,881, 486,728 470, 073,070 
Sun Life of America, Baltimore, Md. 10,553,055 2,284,583 2,512,608 3,030, 804 460,536 1,796, 290 25,015, 746 0, 246,000 3, 186,000 
Supreme Liberty I ife, Chicago, Ill. 1,825,092 395, 546 793,720 1, 129, 908 248, 543 69, 654 116, 047, 665 26,555,725 958,477 
Surety Life, Kansas City, Mo. 261,428 126, 299 69, 225 96,174 8,030 77,149 . 1,311,800 3,317,615 746,715 
Teachers Ins. and Ann., New York City. 23, 681, 588 3,502, 264 4,070,219 5,275,576 462,447 714,404 6, 240, 743 37,993, 348 5,205, 151 
Texas Life, Waco, Tex.. ; 6, 174, 165 816,799 934,512 1,270,516 932,747 982,969 3,963, 743 31, 222, 235 —08, 679 
Texas Prudential, Galv eston, texas. 1,684, 265 357, 098 1,049, 162 1, 145,349 368, 943 953,427 59,915,935 63,332,391 30,814, 253 
Texas Security Life, Dallas, T 345, 069 288, 007 303,422 456, 573 10,113 259, 266 10, 429, 129 11, 145,310 10, 272,440 
Transcontinental Life, Ghee City... 201,024 181,330 44,369 73,254 2,537 82, 265 1, 708, 680 1,749, 180 1, 197, 180 
Travelers, Hartford, Conn... . 632,922,944 50, 166, 606 106, 348, 272 136, 075, 367 65,353, 556 95, 692, 179 984,375,634 4,889, 122,692 154,380,217 
Trinity Reserve, Dallas, Texas 5,255 1,592 28,711 50,837 (nil) 46,730 1,025,500 1,076,500 874,500 
Union Central, Cincinnati, Ohio. . 322, 697,832 27,359,592 47,828, 60€ 71, 166, 159 40,782, 154 56,939, 856 173,322,929 1,634,056,072 29, 623, 698 
Tnion Cooperative, Washington, D. C.. 1,213,077 469,997 1, 434, 039 1,616,619 612, 352 1,019,365 134,841,058 89,324, 735 27,102,419 
Union Labor, Washington, D. C. 1,068, 108 769,497 768, 455 813,617 484,755 641,535 8, 664,575 48,372,328 3,880,178 
Union Life, Little Rock, Ark... . 442,587 117,365 146, 063 170,959 41,832 139,990 2,759, 966 6, 188,572 — 133,351 
Union Mutual, Des Moines, Ia.. 315,401 31,880 260, 628 271,863 44,399 190,946 7,086, 750 15,324,914 4,505,538 
Union Mutual, et age Maine.. 22,322,328 1,369, 062 2,618,745 3,757,794 2,720, 783 3,574,489 7,031,564 82,219,778 —3, 950,565 
Union Pacific, Omaha, Neb.. 361,324 192,051 149, 673 165,716 8,142 106, 137 1,959, 031 6, 683, 388 959,974 
United Benefit Life, Omaha, Neb.. 1,006, 651 259,798 810,596 872,544 135, 127 632,588 24,277,454 39, 266, 158 10,015,081 
United Fidelity Life, Dallas, ba ; 2, 663,937 364,797 820,899 987,571 256, 182 627,291 279, 194,875 20,393, 466 46,345 
United Life & Acc., senerne, N. 7,805,723 930, 409 1,905, 292 2,278, 280 853 , 057 1,569, 736 8,996, 074 55, 481,299 —758, 130 
United Life, Salina, K n. 456,994 286, 548 163,413 270,290 21,821 117, 236 2,739,199 8,857,082 9, 922,017 
United Mutual Life, Indianapolis, Ind.. 25,340, 158 3,151,849 980, 135 1,568,715 935, 848 1,121,472 115, 396, 012 111,525,103 111,525,103 
United States, New York, N. Y... 6,697,199 559, 869 764,822 1,996, 490 864, 297 1, 143, 982 6, 172,222 35,094,421 —270,631 
United Pacific Life, Seattle, Wash... 375,625 345, 757 82,429 288 , 382 7,500 121,878 6,318, 159 6,030,259 296, 020, 250 
Victory Life, Chicago, Ill............ 955, 904 238, 064 512,891 557, 239 129, 998 413,312 6, 655, 895 15,809,311 483,551 
Victory Life, Topeka, Kans. janes 2,021,530 382,393 756, 509 853, 647 143,827 519, 408 5,649,593 21,360,596 3,058,924 
Virginia L.. & C., Richmond, Va........ 454, 787 229,925 351, 665 423,48 97,202 353, 898 8,206, 349 8, 129, 480 1,491,246 
Volunteer State Life, Chattanooga. Tenn. 16, 187, 345 2,334, 206 2,562,438 3,617,851 1,646, 463 2,809, 907 17, 343, 369 99,049, 485 1,196,428 
Washington Fid. Nat'l, Chicago, IIl.. . . 2,024,800 1,084,786 57,289 833,027 197,032 682,497 25,516, 295 23,971, 386 —78, 225 
West Coast Life, San Francisco, Cal... . 20,544,291 2,378,377 4,637,616 5,878, 063 2,394,894 4,616, 106 35,979,150 133,035,399 8,686,449 
Western pave, Winnipeg, Man.... 2,003, 663 344,776 301, 213 468,299 46,252 223,909 2,940, 564 3, , 126 1,401,722 
Western Life, Winnipeg, Man. 1,567,337 196, 664 227,760 313,478 107, 649 210,720 1,804,040 9,087, 336 —240,379 
Western Mutual, Fargo, N. D.......... 27,957 3,809 39, 586 40,194 571 25, 657 824,000 1,592,500 196, 500 
Western National, Fort Worth, Texas... 43,764 37,175 60, 698 95,780 14,745 93,639 1,222,861 1,305,571 1,102,531 
Western Reserve, San Angelo, Texas.. 320, 687 215,120 141,091 190, 253 12,372 148,931 4,042,300 7,064,500 1,642,800 
Western & Southern, Cincinnati, O. 115,360, 694 15, 746, 678 27,250, 757 33, 161, 203 10, 766,12 23,610,429 227,016,556 753,434,113 —24,308,709 
Western States, San Francisco, Cal. 24,962,044 2,770,178 4,938, 900 6,445, 107 2,275,344 4, 147,933 33,516, 638 158,612,425 9,411, 746 
Wisconsin Life, Madison, Wis. 3,403, 234 299, 609 763,801 165, 976 3,250, 174 582,711 4,451,271 25, 564, 244 2, 261,808 
Wisconsin National, Oshkosh, Wis... 6,818,811 966, 650 1, 164,078 1,488,910 519, 675 949,919 8,113,589 44, 268, 287 1,939,441 
Total (318 American companies). . . . . 18,846,012,716 1,817,452,202 3,514,355,105 4,587,712,303 2,245,888,474 3,197,440,543 °15,210,372,496 288,263,682,811 4,225,230,795 
64,810,995,234 18,088,914,800 5413,591,639 

Total (30 Canadian companies)......... 1,550,823, 800 178,273,101 301,453,854 410,518,081 179, 837,805 267,851, 151 1,553,024,374 7,755,753,821 714,191,875 
Grand Total (348 companies) 20,396,836,516 1,995,725,303 3,815,808,959 4,998,230,384 2,425,726,279 3,465,291,694 21,584,355.194 114,108,351,432  5,353,014,309 
Increase in 1930 (Amer. companies). 1,375, 144,551 61,903,718 173, 609, 769 257, 249,644 295,894,431 320,047,945 «¢—1,529,217,993 _ 
6442,924,880 oe 

Dec. 31, 1929 (320 companies)¢. 17, 470,868,155 1,755,548,484 3,340,754,336 4,330,462,659 1,949,994,043 2,877,392,598 416,739.599,459 ©84,938,452,016 6,655,556,281 
64,368,934,254 17,675,222,161 °1,199,927,171 

Dec. 31, 1928 (311 companies)¢ 15, 947,095,594 1,659,806,263 3,139,581,210 4,085,615,745 1,679,903,059 2,555,069,808 °15,227,705,642 °77,382,895,735 °6,376,874,053 
64,264,908,794 %16,505,385,990 1,424,647,800 

Dec. 31, 1927 (309 companies)¢. .. . 14,381,430,767 1,502,327,884 2,860,092,339 1,671,285,974 1,498,125,504 2,294,250,720 13,669,091,885 271,098,021,682 46,212,627,470 
64,165,216,744 515,989,738,190 6916,291,478 

Dec. 31, 1926 (297 companies)¢ 12, 924,656,748 1,345,849,388 2,612,209,090 3,318,698,584 1,375,495,493 2,112,642,328 212,285,218.42% 2%4,793,394,212 76,550,151,606 
64,028,226,187 %14,164,536,712 °1,378,151,479 

Dee. 31, 1925 (281 companies)¢. 11, 643,759,810 1,228,661,115 2,371,921,237 3,007,327,234 1,240,818,354 1,937,382,052 12,299,952,911 258,243,242,606 %6,721,981,389 
63,765,797,983 %12,786,385,233 1,550,714,919 

Dee. 31, 1924 (272 companies)4¢ 10,499,040,297 1,144,972,190 2,115,519,101 2,689,127,003 1,202,804,382 1,811,122,900 219,619,819,933 451,521,261,217 °4,725,983,351 
62.998,159,.286 611,235,670,314 °1,228,413,881 

Dec. 31, 1923 (270 companies)¢. . 9,469,917,254 1,035,996,234 1,897,926,432 2,425,380,146 1,113,626,251 1,661,011,132 9,423,977,247 °46,795,277,864 %5,572,154,265 
62,498,724,759 10,197,255,42% °1,392,519,830 

Dec. 31, 1922 (260 companies)¢ 8,717,758, 247 973,994,182 1,672,099,924 2,137,294,355 1,006,931,734 1,480,730,640 48,394,959,543 41,374,944,876 43,508,703,602 
52,145,135,304 8,653,118,497 6945,483,102 

Dec. 31, 1921 (264 companies)¢ 8,067,670, 736 810,036,835 1,525,190,468 1,944, 215,398 835,063,873 1,281,498,261  °7,254,084,533 ¢37,866,241,274 2,823,102,174 
61,772,247,775 %7,707,635,393 6772,511,869 

Dee. 31, 1920 (253 companies)¢. 7,390, 972,036 777,478,047 1,421,304,783 1,796, 202,403 763, 988, 692 1,215,106, 763 48,894,277,599 225,043,139,095 %5,995,884,167 


51,438,924.256 


64,935,123 526 


6774,547,842 





a Ordinary. b Industrial. 
ness only. 
ance, 1930. $487.951,838: 
1930, $1,472,001,450: 
1930. 


of withdrawals. 
dep. fund, $14,131,952. 


Includes accident and sick benefit business. 
2 Includes dividends apportioned. $7,635,000. 


$1.93 
065: 


5,681. 


1929, $52 
1929, $1,357, 021,904: 
® Includes paid- -up additions and loan insurance. 
over from Gulf States Mutual Life Ins. Co. on Jan. 31, 1930. 
Citizens Life of Huntsville, Ala. 


d American companies only. 
Includes industrial life and industrial sick and accident premiums. 
1928, $431,883,799 ; 


5,991,288 : 


1928 $1,151,671.955 ; 


Includes accident. 
Mortality fluctuation fund. 


1927, 


1Includes reinsurance. 


$339,336,413: 
1927. $958,694,670: 

10 Began business April 7, 
122Includes accident 
Free surplus excluding all dividend funds and special reserves. 
1% Figure for 1930 includes dividends for 1931, $24,536,070; 


17 Includes unapportioned surplus retained as a contingency 


1930. 
and 


1926, 
1926, 


health 


reserve. 


2Commenced business June 2, 1930. 
S5Includes accident and health. 
$382.016.021. 
$817,062,096. 


7 Excludes 
®Commenced business July 28, 


3 Ordinary busi- 
* Excludes group insur- 
group 


insurance, 


“Includes 3,577 policies for $20,430,599 taken 


suspended mort. fund. $8,877,477: 
18 Commenced 


department. 


% Includes reinsurance of 
Includes vroup increases in excess 
sec. fluc. and real estate 
business Jan. 


22, 1930. 


21 Decrease due to surrender of sinele grt pom of $2,200,000. 


$8,901,899. 


Asset depreciation fund, $7,513,847. 
2 Includes in addition to amounts set aside to purchase paid-up additions to industrial policies as of Dec. 30. 1930, $52,698,- 
$1, 924,445 par value of $2,000,000 capital stock of the company has been purchased pursuant to the provisions of Chapter’ 99 of the 


Other funds, 


Laws of New Jersey for the year 1913 and is now held by Vivian M. Lewis and James Kerney, trustees for the policyholders of the com- 


pany. 


Also includes $49,699,837 


subscription to capital stock and surplus. effective Jan. 2, 


stock. 


1, 1930. 
National Life Ins. Co., 
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*® Universal Life, 


Mo., 
St. Louis, Mo. 


% Commenced business Feb. 4, 1930. 
Pythias, a fraternal order incorporated June 29, 1894; 
took over the business of the First National Life, i? 
82 Commenced business Dec. 15, 


7 Includes 869 Bankers Loan policies 


1 Unavailable. 


contingency reserve for mortality fluctuations or 


possible depreciation in 
Includes disbursements on account of purchase of Reinsurance Life 
amounting to 


incorporated on legal reserve basis Aug. 18, 


oon Dec. 31, 
30. 


$442,286. 
1930. 


assets. 


* Formerly 


“Includes $150,000 


Knights of 
2 Commenced business April 
1930, and changed its title to First 














Keeping It on the Books 


By SENECA M. GAMBLE* 


Assistant Agency Manager, The Volunteer State Life 


for us here in this meeting and 

for the institution of Life Insur- 
ance to face the issue of Conservation, 
to recognize and to admit the vital need 
for doing something about it; and 
more courage is required to DO SOME- 
THING. Life Insurance is the great- 
est business on earth, or it would long 
since have dwindled into insignificance 
on account of many imperfections in 
the way it is run. On the ‘other hand, 
we may perhaps be allowed in some 
measure to excuse these imperfections 
by realizing that the business has 
grown so rapidly that it has in many 
respects been impossible for us as men 
and women to properly handle all 
points as they have arisen. It behooves 
us now to set our heads and our hands 
to the task of strengthening the weak 
links and doing our utmost to fortify 
this greatest business on earth against 
even the possibility of calamity. 

More has been accomplished in Life 
Insurance in the past decade than in 
the seventy years before. More can be 
accomplished in the decade beginning 
now than in any former period, pro- 
vided you and I and all other men and 
women in this great business get the 
vision, and with courage pour our best 
and most conscientious effort into the 
work at hand. 

The cry has been “Volume! More 
Volume!”—with far too little thought 
on conservation, and with apparent to- 
tal forgetfulness that new business 
alone cannot make a life insurance 
company nor build the institution of 
Life Underwriting. The fault does not 
lie altogether at the door of field rep- 
resentatives, nor chiefly at their door. 
It has been permitted by home offices, 
and, therefore, we are largely to blame 
for the appalling lapsation. The field 
representatives of any life insurance 
company have right and reason to ex- 
pect the home office to instruct them 
and to cooperate with them in matters 
of conservation. The executive offices, 
in turn, are duty-bound to expect 
agents to make use of every advantage 
placed at their command, by headquar- 
ters. It is a matter of team-work, and 
the continued success—yes, the increas- 
ing success—depends upon the measure 
of commonsense cooperation between 
_ field organization and the home of- 
ce. ; 

Since joining hands with The Volun- 
teer State Life just seven months ago, 
a large majority of my attention has 
been devoted to conservation in its va- 
rious phases, and there will be no let- 
up. As one means of impressing upon 
our field organization the importance of 
conservation, we have adopted some 
practices regarding lapsed business, in 
which perhaps you will be interested. 
During the first few days of a month, 
we send to each branch office a record 
showing, by agents, the exposed busi- 
ness, the gross lapses, the net lapses, 
and the lapse rate. This refers only 
to that business on which premiums 


$ OURAGE, plenty of it, is required 





*From an address before the I. A. C. 


have been paid for less than two full 
years. The branch manager is in- 
structed to have each of his agents 
give immediate attention to recovering 
the business which has gone off the 
books. 

In connection with this part of the 
program, we provide each agent with a 
list of his lapsed cases. In the course 
of time, the branch office will be re- 


(Concluded on page 19) 





Sales Help for the Life 


Underwriter 


( Concluded from page 9) 


proach these breadwinners with a 
frank reminder of their life insurance 
needs and of your ability to cover 
them? There are few average families 
whose sense of caution and apprecia- 
tion of security cannot be appealed to 
through any one of the numerous 
Family Income plans and this essential 
protection very often can be later sup- 
plemented by other coverages. 


[In the next installment—“Your PRos- 
PECTS.” ] 
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Be Proud of This! 


Life insurance men and women can 
well be proud of their calling after a 
perusal of the records during the past 
two years, as the following exemplifies: 


have been met regardless of 
general business conditions, 
proving beyond question 
the stability of life insur- 


And it would be difficult to 
compute the great benefits 
wrought through the distri- 
bution of these many mil- 
lions of dollars. 


Cw 


The Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 
Home Office: Newark, New Jersey 


exception claims 
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Some H. and A. Agency Problems 


From an Address Delivered Before the Health and 


Underwriters’ Annual Conference at Washington, D.C. 


By H. G. Royer 


President, Great Northern Life Insurance Company 


CCIDENT and health companies 
Ai their problems in keeping 

their staffs of salesmen supplied 
with likely prospects and in building 
up the morals of their men when com- 
missions are not so numerous as they 
once were. Many of the salesmen 
are specially trained men; they know 
the value of insurance to an individual; 
they are actually trying to make their 
prospects see that this insurance is the 
best thing they can have. But, in a 
great many cases, when every dollar 
must be conserved to provide food and 
shelter for their families, men are 
refusing to take out any of this protec- 
tion. As a result, our salesmen are 
taking reductions in their incomes, and 
there is nothing which demoralizes a 
staff more quickly than reduction in 
the salesman’s income due to his in- 
ability to sell insurance. Companies 
must take sympathetic measures with 
their men, must carry them along as 
well as they can, must encourage them 
with promises of better things until 
more prosperous days arrive. 

Now is a good time to carry on an 
educational campaign. People are 
realizing, now that they have less work, 
just what it means to have their income 
shut off. A majority of workmen have 
always had steady work; their incomes 
were secure. They worried little about 
a loss of wage either from accident or 
sickness. But these present times have 
awakened them to the fact that unem- 
ployment, loss of work, is a serious 
thing, no matter what its cause. They 
are thinking seriously of their futures. 
They see that what is happening to 
them now through depression may 
happen again through sickness or in- 
jury. And, the ground is ready for 
cur seed to fall; it is fertile ground 
where any propaganda for health or 
accident insurance is bound to take 
root, and when they have money to 
invest it will be invested in this form 
of insurance which will guarantee them 
against loss of work and income 
through accident or disease. So, let 
us carry on this educational campaign 
with enthusiasm and fervor. 

Another problem, much along the 
same line, which the agent must com- 
bat and solve is the problem of lapse 
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of insurance. In too many instances 
men will insure themselves for a short 
period and at the end of that time fail 
to renew their insurance. They seem 
to take the stand that the money they 
paid in premiums was wasted because 
they got nothing in return. They fail 
to take into consideration the protection 
that was afforded them during the 
time; they do not realize the sense of 
security that was theirs due to the 
policy they held. Or, sometimes they 
think the insurance costs more than it 
should and they are willing to gamble 
on sickness and accident, to take a 
chance that nothing will happen to 
them. If this protection is worth while 
for a short time, it is worth while for 
many years, and salesmen should vigor- 
ously urge that it be renewed. People 
must be taught not to gamble with 
health. 

Salesmen should be instructed def- 
initely in the wording and meaning 
of the policies they sell. There are 
times when the policyholder complains 
that he has been deceived or victimized 
by the agent. I suppose there isn’t a 
company anywhere but what has had 
complaints of this kind. The buyer 
bought something and then discovered 
that it wasn’t what he thought it was. 
He feels that he bought his policy 
under false pretense. He comes to the 
company with a real kick and it is the 
job of the company to put him right. 
The fault may have been due to the 
salesman. He may, in his desire to 
make a sale, have promised more than 
the policy actually contained. The 
chances are, however, that the buyer 
misinterpreted what the salesman told 
him. Few people take the trouble to 
go into a policy deeply. They depend 
upon the faith and reputation of the 
company and agency with which they 
are doing business. Insurance, to them, 
is simply a mass of figures. They have 
a dim idea that they are buying some- 
thing which will protect them against 
loss, and let it go at that. The only 
time some folks read their policies or 
inquire into them is when tragedy does 
occur and they have occasion to look up 
the provisions. ‘Then, sometimes, they 
find that they have been wrongly in- 
formed, and the result is that they gain 


Let the 


a disrespect for insurance. 
salesman go into detail in explaining 
the provisions of the policy. Be sure 
the buyer knows what he is buying 
and paying for. It pays to be candid 
and on the level with your patrons. 

If an agent commits misdeeds he 
should be held to strict accountability 
for them. And the best way to prevent 
an agent from making these false im- 
pressions is to make it clear to the 
buyer that the written contract is the 
only contract and that it cannot be 
changed in any way by the agent. 
However, most agents are men of 
character. They must be not only of 
high character but of good reputation. 
The agent is the man who is the inter- 
mediary between the policyholder and 
the company. He must be a man of 
brains, efficiency and tact. 

Companies are a powerful factor in 
building up good will. They will, 
therefore, use good judgment in select- 
ing the salesmen who will represent 
them. They have no use for those 
unscrupulous salesmen who twist the 
truth around so that they convince the 
prospect that the kind of insurance he 
carries can be changed into some other 
form that will give him more value 
for less money. But, some salesmen 
do that very thing. There.are others 
who in order to capture business offer 
a rebate to the buyer, showing par- 
tiality and demoralizing the business. 
If a thing is worth having it is worth 
paying the full price to get. There 
are others who will guarantee more 
than the company could hope to pay. 
Be sure your salesmen guarantee only 
what the company will pay. There are 
some who are so avaricious that they 
work on the feelings of men and 
persuade them to buy more insurance 
than they can carry. The agent gets 
his commission and the buyer gets 
stung. The perfect agent will be a 
friend, guide, and philosopher and there 
are many of this kind. It is the solemn 
duty of the company to maintain a 
high standard among their helpers. 

One reason why health and accident 
insurance has not developed more 
rapidly is due to the restrictions which 
were formerly placed on the policy- 

(Continued on page 41) 
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Entering Its 
Twentieth Year 


HE Company in an expanding mood, 

having held its own during 1930, is 

strong to move forward. To all the 
standard forms have been added: 

A Family Income policy, a group of 
Juveniles, Retirement Annuity, and Con- 
vertible Term to Age 65. Beginning about 
March 1, Accident and Sickness Insurance 
will be written in connection with life poli- 
cies. 

The company has under consideration 
plans to enter Colorado, Nebraska, Iowa, 
Minnesota, Illinois, Indiana and Michigan. 

Here is preferred opportunity for the 
working life insurance man. 


California State Life 


Insurance Company 
J. ROY KRUSE, President 











JAMES L. COLLINS, Supt. of Agencies 
Home Office: Sacramento | 











YOUR 
OPPORTUNITY 
May Be With 


The Colonial Life 


Insurance Company 
of America 


incorporated 1897 
Under New Jersey Laws 


33 Years 
in Business 


Over 560,000 People Protected 
By Colonial Policies 


More Than 120 Million Dollars 


Insurance in Force 


Industrial Policies from Birth to Age Sixty 
Ordinary Policies from Age Fifteen to Age Sixty 


Operating in 
New Jersey, New York, Pennsylvania and Connecticut 
Home Office, Jersey City, New Jersey 


Tell All About Yourself in First Letter 
Here’s A CHANCE FOR THE GO-GETTER 

















It’s Not Surprising 


There is nothing strange about the success of a 
Peoria Life agent. He is first given a thorough 
course of instruction in insurance and salesman- 
ship. He has policy contracts that embrace every 
attractive feature of modern life insurance: Disabil- 
ity and double indemnity, liberal policies for im- 
paired risks, participating and non-participating plans, 
specially designed contracts for special needs such 
as retirement income, business protection and the 
popular family income benefit. 

His prospects include women on equal terms with 
men, and children of any age from birth. He re- 
ceives liberal commissions on the business he writes. 
An experienced staff gives him personal training and 
help—not only at the start, but continuously and 
frequently thereafter. An interesting agency pro- 
gram inspires his sustained enthusiasm and stimu- 
lates his most profitable efforts. 

He realizes that he is a part of one of the coun- 
try’s most progressive and rapidly growing legal re- 
serve companies, that desirable openings in its or- 
ganization are filled from its own agency ranks, 
that it is genuinely and practically interested in 
his making good. 

Is it surprising that Peoria Life men are happy 
and successful? 


PEORIA LIFE INSURANCE CO. 


Peoria, Illinois 























General Agent 
Contracts 


Available for 


General Insurance Firms 


in 
Ohio, Michigan and Indiana 


Write for Information 


Philadelphia Life Insurance 
Company 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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W. P. Coler Speaks to 
Chicago Actuaries 





Advises Them to Broaden Scope 
and Learn Every Phase 
of Business 


The actuary should develop himself 
and broaden the field of his activities 
so that he will be familiar with every 
phase of the business according to 
Wendell P. Coler, secretary and actuary 
of the American Life Convention. Mr. 
Coler addressed the Chicago Actuarial 
Club in Chicago last week. 

Company officers are constantly look- 
ing for men who are well versed in 
the business to assume high executive 
posts, he said. It is only a matter of 
education for the actuaries to become 
such men. 

“The actuary may also use his analy- 
tical power to examine into the invest- 
ment situation of his company. Are 
its holdings properly diversified? Is 
the investigation before purchase suffi- 
ciently detailed? What has been the 
teaching of the past with reference to 
investments such as are being current- 
ly made? Of course, today, most com- 
panies seem to be largely employed in 
investing their funds in policy loans. 
Even here, cannot the actuary assist 
in developing a plan which may lead 
to the repayment of these loans? I 
am not so sure that the lapse experi- 
ence in connection with the loans now 
being made will be the same as in pre- 
vious years.” 

The actuary should also be versed in 
legislative matters and in the problems 
of the agency department, according to 
Mr. Coler. He should know the points 
for and against any piece of proposed 
law currently before the State legis- 
latures. He should also contribute his 
specific knowledge of the business to 
the agents’ advantage. He should form 
contacts with agents and the public. 
He should study the agents’ prospects, 
the public, in order to fit the business 
to their needs and demands. 

Mr. Coler went on to point out that 
the determination of people able to buy 
insurance was also an important study. 
He mentioned an article on the auto- 
mobile industry which showed charts 
graphing the number of automobiles in 
every county per 1000 population. He 
concluded that insurance was more 
salable in districts where automobiles 
were numerous. 

(Concluded on page 23) 
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I. A. C. STRESSES CONSERVA- 
TION 


Official recognition by the In- 
surance Advertising Conference 
of the necessity for strenuous 
campaigning against lapses was 
given by the executive committee 
of that organization at its spring 
meeting, held at the New York 
Athletic Club, New York City. 

To stimulate interest in conser- 
vation advertising the committee 
authorized an appropriation for a 
silver trophy to be awarded at 
the annual convention in Toronto 
to the member whose advertising 
exhibit shall be deemed the most 
effective on conserving business. 

Chauncey S. S. Miller, presi- 
dent of the I. A. C., who presided 
at the meeting, announced that 
he had prepared the necessary 
documents to submit before the 
National Convention of Insurance 
Commissioners, to be held in Chi- 
cago on June 16, when he will 
make a formal protest against the 
“pirating” of the names of estab- 
lished insurance companies by or- 
ganizers of new enterprises in 
this field. 








KNIGHTS LIFE DEDICATE NEW 
BUILDING 


The handsome new home office build- 
ing of the Knights Life Insurance Com- 
pany of America, Pittsburgh, was dedi- 
cated yesterday with appropriate cere- 
monies. The new building is located 
at Ridge and Galveston Avenues, North 
Side, Pittsburgh. It is Grecian in 
style and is constructed of brown stone. 
The approach is through a portico with 
steps leading up to it from both sides. 
It has been called one of the finest 
office buildings in Pittsburgh. Open 
house was the rule all day yesterday 
and in the evening a musical program 
was given with civic organizations, 
churches and clubs taking part. There 
was also a musical program. The offi- 
cers of the Knights Life are: Joseph 
H. Reiman, president; P. Joseph Hess, 
vice-president and secretary; Louis 
Seethaler, Sr., treasurer; John A. Sos- 
song, assistant treasurer; Joseph G. 
Renvers, assistant secretary; Dr. John 
C. Hierholzer, medical director; Wil- 
liam C. Ley, superintendent of agen- 
cies; Leonard M. Boehm, Esq., legal 
counsellor; F. M. Speakman, actuary. 





Agency Costs Survey 
By Sales Bureau 





Thorough Study of General 
Agency Profit Factors Com- 
pleted by Experts 


On June 15, the Life Insurance Sales 
Research Bureau will publish the re- 
sults of a five-year investigation en- 
titled “Agency Costs and Their Rela- 
tion to General Agency Profits.” The 
report is designed solely for companies 
operating on the general agency plan. 
A similar study of branch office opera- 
tion is now being started. 

The report is based upon a detailed 
study of over fifty representative gen- 
eral agencies, each of which was visited 
personally by a trained investigator 
from the Bureau. These visits lasted 
from two to four days, during which 
time was spent in obtaining a complete 
record of the financial experience of 
each agency, after which the situation 
in general was studied in order that 
the figures might be given the proper 
interpretation. 

Early in the investigation the fallacy 
of depending upon volume of business 
written as the sole indication of a pro- 
fitable agency structure was exploded, 
since a given amount of business was 
found to be “worth” $8,060 in one 
agency and a net loss of $1,802 in an- 
other. As a matter of fact, the Bureau 
report shows the quality of business 
and the costs of handling business rank 
equally with volume as an indication 
of the value of the business of an 
agency. No general agent can succeed 
who does not, by intention or by acci- 
dent, take this fact into consideration. 

The financial operation of a general 
agency is considerably more com- 
plicated than other lines of business 
where inventories can be taken at fre- 
quent intervals. Under a_ general 
agency contract, the seemingly unim- 
portant acts of today persist for many 
years making it impossible to evaluate 
business by ordinary methods. The 
Bureau hopes to remove much of the 
doubt and mystery surrounding the 
business aspects of agency building by 
the clarity of its exposition of the 
principles involved. 

The new report covers over forty 
pages devoted to general agency costs 
and profits. The principles which de- 
termine costs are clearly described, unit 

(Concluded on page 23) 
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AMERICAN 
CENTRAL | 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS | 


————— 


————— 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


Guaranteed 
Low Cost 


Guaranteed 
Benefits 














When Washington 


Crossed the Delaware 


H's army was vastly outnumbered 

by the enemy. Cold, wet and 
hungry, Thomas Paine remarked: 
“These are the times that try men’s 
souls.” Washington’s strength lay 
in the iron will and super-stamina 
of his men and his own force of 
ideas, strength of will and adminis- 
trative ability to arouse, incite and 
direct men in conduct and achieve- 
ment. 
Although numerically outnum- 
bered, National Guaranty Life 
Agents led ALL California Com- 
panies in production and net in- 
crease in California life business in 
1929 and 1930. 
Do you get the analogy? We want 
more GOOD Agents for California 
and Nevada. 


National Guaranty Life Co. 


James Oviatt Building 



































The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 
courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE MuTuaL Lire or New York, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Disability and Double Indemnity Benefits. 
It has many practices to broaden and expedite ser- 
vice for Field Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 


COMPANY 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 














President ° 
Pittsfield Massachusetts 
GEORGE K. SARGENT FRED 
2nd Vice-President and Manager of Agencies wae Pay ~ % 
—-- —— Secmananennal 








Los Angeles, Calif. 
1851 Eightieth Anniversary Year 1931 
OUR REPRESENTATIVES 


Successfully Selling 
Berkshire Life Contracts 


Following Are Leading Sellers 
Low Cost 


* * * - * 
Preferred Risk Life 
* * + * * 
12% Guaranteed Income Policy 
* . = 7 *~ 


Whole Life Payable at 85 


* * * * x 


Modified Whole Life Payable at 85 
* 


* * * * 


Retirement Income 60-65 
- * . 7 + 


Disability and Double Indemnity Features 


All Policies Contain All the Extremely Liberal 
Features of the Berkshire Life Incomparable Contract 


Ask Any Berkshire Agent 


Berkshire Life Insurance Company 
Incorporated 1851 
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Group Supervisors 
Meet 





Equitable Life Men Hold Two- 
Day Session at Rye, N. Y. 


A group supervisors sales congress 
of the Equitable Life Assurance Soci- 
ety of the United States was held 
Tuesday and yesterday at the West- 
chester Country Club, Rye, N. Y., with 
some 200 members of the group de- 
partment of the company in atten- 
dance including supervisors from all 
over the United States. The congress 
was under the direction of William J. 
Graham, vice-president of the Equit- 
able. President Thomas I. Parkinson 
of the Equitable also was present and 
among other officials of the company 
who attended were Vice-Presidents 
Frank L. Jones, W. W. Klingman, 
A. G. Borden, L. O. Fisher, W. B. Par- 
sons and Secretary William Alexander. 
Among the many who spoke on various 
subjects connected with group insur- 
ance were E. J. Murphy, J. R. Boldt, 
G. P. Hamilton, N. E. Horelick, G. T. 
Fonda, G. A. Bottom, V. S. Welch, 
N. C. Strong, M. L. Alberts, V. S. 
Welch, H. C. Nolting, M. Davis, H. C. 
Kranz, I. J. Dahle, J. Alan Maphis, 
Roy R. Hale, H. B. Kelly, C. B. Beeks, 
Paul Kicks, W. M. Rothaermel, C. J. 
Ward, M. J. Donnelly, C. L. York, 
F. B. Runton, L. W. Klingman, E. D. 
White and A. P. Chipron. At the 
reception and dinner held Tuesday eve- 
ning an address was delivered by 
President Parkinson. E. J. Murphy, 
sales supervisor, was chairman of the 
Tuesday afternoon and Wednesday 
morning sessions. 


UNITED LIFE & ACCIDENT SALE 
REPORTED 

It is reported that the negotiations 
are now well under way for the sale 
of the United Life & Accident Com- 
pany of New Hampshire to the Ohio 
National Life Insurance Company, the 
sale price being understood to be 
$1,700,000. It is said that the sale is 
subject only to a formal inspection of 
the company’s books and the necessary 
vote of the stockholders. The United 
Life & Accident was chartered in New 
Hampshire in 1911. A voting trust of 
11,000 of the company’s 20,000 shares 
is said to dominate the action of the 
company and that the directors have 
voted by seven to one to effect the sale 
and that it has been arranged that the 
home office organization of the com- 
pany will be continued until September 
after which a skeleton force of between 
twenty ad twenty-five will be continued 
at Concord. 
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Keeping It on the Books 
(Coneluded from page 14) 


quired to give each agent a list of all 
of his lapsed business, and to have him 
put forth effort to reinstate, and turn 
his report to the branch office. Toward 
this end, we now have our branch office 
cashiers to give each agent a record of 
his personal production which lapsed 
duringthe month just closed, and re- 
quire of him a written report of the 
results obtained in each case. These 
reports are then sent to the home of- 
fice, that we may see how much coope- 
ration is being given by individual pro- 
ducers, and what action is needed in the 
home office. 
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Nylic Agents paid for $900,897,7CO of new insurance in 1930. Of 
this total 97.1 per cent was on Life and Endowment forms; only 
2.9 per cent was Term insurance. These ratios, particularly in the 
present economic situation, demonstrate that Nylic Agents are suc- 
cessfully trained to sell the more substantial forms of insurance. 





19 


SCHOOL FOR HOME OFFICE MEN 


The Life Insurance Sales Research 
Bureau has announced a special school 
exclusively for home office agency de- 
partment representatives to be held at 
Evanston, IIl., Aug. 17-28, 1931. 

The curriculum will include class 
lectures and discussions, evening round 
table conferences, contact with other 
home office men, and consultation with 
members of the Bureau staff. The 
course will cover all the chief problems 
of developing an agency organization, 
including recruiting, training, super- 
vision, and business management. 
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NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 
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344% legal reserve contracts, has been officially approved by the Insurance Departments of the 


W: are pleased to announce our New FAMILY INCOME policy which, together with seven other new 
twenty-seven states in which we operate. Our FAMILY INCOME policy was designed from the new ideas 


The New Family Income Policy | 





recently developed by Mr. Philip Burnet of the Continental American Life Insurance Company. 


In addition to this popular policy, we have brought out the following new policies, all on the 344% legal re- 
serve basis with cash and loan values: 





You may obtain complete information concerning our Agency Contract and New Policies 
by Writing to F. A. Hicks, Superintendent of Agents 


GUARANTEE FUND LIFE ASSOCIATION 


Omaha, Nebraska 
More Than $170,000,000 Insurance in Force 


ENDOWMENT AT AGE 85 ACCUMULATION 20 YEAR ENDOWMENT . 
(Whole Life) (With Nen-Forfeitable Cash Savings) 
THE PURE PROTECTOR 
 Poagreim PRO bynts 0 TWENTY PAYMENT LIFE | 
ACCUMULATION ENDOWMENT AT AGE 65 TWENTY YEAR ENDOWMENT 
(With non-forfeitable cash savings) 
ACCUMULATION 20 PAY LIFE JUVENILE INSURANCE 
(With neon-forfeitable cash savings) (From ages 1 day to 14 years) 














ail 
A Different : 


| Family Income Plan | 





























The National Life Company an- 
nounces a Family Income Plan. 


Give Struggling Success a Chance 


An agent who wants to succeed will find all facilities ses that is created by the addition of 
and encouragement with The Franklin. . - 
: a Rider to any one of nine different 
The Company has a policy for every insurable need 


thet a prospect—man, woman, or child; partnership, policies. 
| corporation, or lodge—is likely to want protected by 
life insurance. 


. . that may b 
Every Franklin agent can have—for the asking—the y Se taken for any term 


Company's training in how to recognize insurable needs, of years, one to 20 or more. 
how to show them clearly to the prospect, and how to 


fit the need with the right policy to the applicant's ‘ : 
satisfaction. ... that has a reducing premium. 
Sales aids, contests with prizes, agency clubs and con- 
| ventions, field bulletins and sales-slant letters, regional eee that has a cash clean-up fund. 


meetings, and personal help and supervision are all a 
part of The Franklin's Agent-Policyholder-Home Office hi 
community of service. This new feature, added to the ex- 











An agent's success is nourished and cultivated until clusive Universal Policy, provides a 
it is strong enough to continue its growth independently. ° 
complete insurance program. 
Organized in 1884 


$225,000,000 of Insurance in Force NATIONAL LIFE COMPANY 
118 11th St. 














THE FRANKLIN LIFE INSURANCE CO. 


Springfield, Illinois 
| 


DES MOINES, IOWA 





















THE SPECTATOR 
June 4, 1931 



























aS aid a 


en ned 


5 lhe deh DA is 














secaebtie x 4 





mo 


owe oP Si 


anti Dilistixs, 


1 emi: neces t ils slats fh: Sibi. 














EMPIRE OF INDIA LIFE 
ASSURANCE CO., LTD. 


The thirty-fourth report of the Em- 
pire of India Life Assurance Co., Ltd., 
was presented at the general meeting 
of the stockholders held April 14 at 
the head office at Bombay, India. Rus- 
tam K. R. Cama presided and he called 
attention to the fact that in spite of 
the political unrest and the general 
depression in trade the company had 
done remarkably well during the past 
year. The statement is for the year 
ending Feb. 28, 1931. The chairman 
also pointed out that the expense ratio 
has been considerably reduced and for 
the year covered was 22% per cent of 
the premium income. He also said that 
the company’s investments are in gov- 
ernment and other securities author- 
ized by the India Trusts Act, and are 
gilt-edged securities of the highest 
order; 81 per cent of the total assets 
are in stock exchange securities and 81 
per cent of these securities are in ter- 
minable loans and at maturity are pay- 
able at par. The total assets are given 
as Rs. 3,75,46,285-14-10. The total 
number of policies in force as of Feb. 
28 was 55,772, assuring the sum of Rs. 
10,36,06,495. During the year the life 
insurance fund was increased by Rs. 
19,77,182-5-5 and, including the life in- 
surance reserve, investment reserve 
and surrender value funds amounted to 
Rs. 3,57,59,997-1-10. The guarantee 
fund, including the investment reserve 
fund, amounted to Rs. 2,99,690-6-6. The 
company was founded thirty-four years 
ago by an Indian and an Englishman 
and it has had a distinguished career. 
In his address Chairman Cama said 
that he hoped that India is now enter- 
ing upon an era of peace, contentment 
and prosperity and added: “If our 
wishes are fulfilled we are confident 
that the progress of this company, 
which has been phenomenal in the past, 
will be even greater in the future.” 


NEW DIVIDEND SCALE 


President George I. Cochran an- 
nounces that on July 1, the commence- 
ment of its next regular dividend year, 
the Pacific Mutual Life will put into 
effect an adjusted dividend scale. This 
new scale will show an increase in the 
later years of the policy and will result 
in a slight increase in the total for the 
twenty-year period for ages through 
forty-five. Larger increases will be 
shown on the long term endowments 
and our new twenty-year period family 
income policy. 

The company will continue to allow 
first year dividends. 

The newly adjusted dividend scale is 
to apply to all business written after 
July 1, 1930. A dividend booklet is in 
the course of preparation. 
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HE MANHATTAN LIFE 


Eightieth Anniversary last year—a conserv- 


by policyholders. 


observed its 


ative old company whose policy is Safety, rather 
| than Low Net Cost or great volume. Since its 

organization, the Company’s total payments to 
policyholders plus the amount now held for 
their benefit is $132,557,345.95; this sum is 
$8,238,347.73 in excess of all premium deposits 











The Manhattan Life Insurance Co. 
654 MADISON AVENUE AT 60TH STREET 

NEW YORK, N. Y. 

Founded 1850 


THOMAS E. LOVEJOY, President 
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HALF CENTURY WITH CONN. 
MUTUAL 


Benjamin W. Loveland, supervisor of 
claims for the Connecticut Mutual Life 
Insurance Company, celebrated on May 
27 the fiftieth anniversary of his con- 
nection with the company. He joined 
the Connecticut Mutual in 1881, in the 
capacity of office boy. At that time 
the company had been doing business 
scarcely thirty-five years, and the entire 
office staff consisted of only twenty-five 
clerks. This year the company is cele- 
brating the eighty-fifth anniversary of 
its organization and has an office staff 
of 423—a gain of about 1600 per cent 
in 50 years. 

Mr. Loveland was appointed super- 
visor of claims on March 5, 1915, and 
since that date has had charge of the 
settlement of death claims, endowment 
and disability claims. 





APPOINTED ASSISTANT 
MANAGER 


The appointment of Will P. Grant as 
assistant manager of its Manhattan 
Ordinary Agency, located at 90 John 
Street, New York, has been announced 
by the Prudential Insurance Company 
of America. Harris L. Wofford, is 
manager of this agency. 


TUBERCULOSIS MORTALITY DE- 
CLINE MOST MARKED IN CITIES 

While the nation-wide campaign to 
reduce tuberculosis mortality has re- 
sulted generally in steady declines in 
the death rate from this disease, the 
improvement in the cities has been 
greater than in rural districts, and of 
all population groups, that including 
wage earners and their families has the 
best record. Substantial declines have 
been recorded for some occupations in 
which the tuberculosis death rate was 
higher than the average for all oc- 
cupied males. 

These are some of the facts de- 
veloped by statisticians of the Metro- 
politan Life Insurance Company, after 
a study of the results of the campaign 
against tuberculosis. The study em- 
braced twenty States, representing 
every section of the country, and cov- 
ered the period from 1910 through 
1929. 


ASSOCIATE MEDICAL DIRECTOR 

Doctor George E. Woodford has been 
appointed associate medical director of 
the Home Life Insurance Company of 
New York. Dr. Woodford has been 
assistant medical director of the com- 
pany since 1929. 
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85th Anniversary Convention 





New London, Connecticut 





June 9, 10, 11, 12 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Hartford 


1846 85 Years of Public Service 1931 








The Company 
Back of the Contract 


Back of every Fidelity contract stands a reputation of 
of over half a century of fair dealing. Live and let live 
has been the sound basis of mutual satisfaction upon 
which its agency contracts have been built. 

Modern policy forms, including Family Income, Re- 
tirement Income and Low Rate Life are backed by a par- 
ticularly successful lead service. Fidelity now has $425,- 
000,000 insurance in force, is financially solid and steadily 
growing. It operates in thirty-nine states, including New 
York, on a full level net premium basis. 


Openings available for the right men. 
Send for booklet. 
“The Company Back of the Contract” 


The Fidelity Mutual Life Insurance Company 


Philadelphia 
Walter LeMar Talbct, President. 
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“. TO AGENTS- 


We have many excel- 
lent openings for prop- 
erly qualified agents. 
We operate in 26 
States, and the District 
of Columbia and Porto 
Rico. 

If interested, write 

A. R. PERKINS, 

Agency Manager 


Jefferson Standard 
ig Life Insurance Company 


Greensboro, N. C. 


OVER 340 MILLIONS IN FORCE 














SHIELD POLICIES 


Ordinary Life Insurance 


Industrial Life Insurance 
Health & Accident Insurance 





NATIONAL 
LIFE AND 
; Vonenie) 3. ha 


INSURANCE 
COMPANY 


SHIELDS Total claims paid 31 years ending 
tg December 31, 1930, $77,875,652.37 








C. A. CRAIG, Chairman of the Board W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


Home Office, National Building 


NASHVILLE — . « 































A Standing Invitation: 


If the “North British & Mercantile” organiza- 
tion can at any time do anything for anyone in- 
surance-wise, whether a patron of ours or not 
and whether in this country or any other country, 
it will give us much pleasure to be of such service. 


WORLD-WIDE (oeraeee ectke 


NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY, Limited 
U. S. Branch: 150 William Street, New York 
Cc. F. Shallcross, Manager 
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#41. TIMORE NEW YORE 


A PROGRESSIVE 











SURETY and CASUALTY 
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Bureau Cost Survey 
(Concluded from page 17) 
costs and classifications of agency ex- 
pense are explained. 


The second section of the report in- 
cludes a thorough analysis of the profit 
possibilities under a general agency 
contract, the effect of varying factors 
upon profit, and how to calculate profit. 


Agency officials concerned with im- 
proving the financial structures of their 
agencies will be able to pass on to their 
general agents vital information here- 
tofore not available. Many general 
agents who recognize the problem and 
who want a method for learning where 
they are efficient or inefficient will find 
in this new report complete information 
for understanding where they can in- 
crease the profitableness of their busi- 
ness. The report will also appeal to 
the man who is vaguely aware that 
something is wrong and who wonders 
why he is not making as much money 
as he thought he would make when he 
accepted his contract. 





W. P. Coler’s Address 
(Concluded from page 17) 

He predicted that future years would 
see a marked increase in the sale of 
annuities, because of the lengthening 
of the life span. When this occurs the 
advice of older people will have a great 
influence on younger people purchasing 
annuities, he said. 

“Another thing the actuary can do 
is become thoroughly familiar with his- 
tory, not only of the insurance business 
but also of monetary systems and busi- 
ness in general. Thorough familiarity 
with the lessons of the past will enable 
us to avoid many of the mistakes being 
made by others at present. Years ago 
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In 1931 


Be the Outstanding 


Life Insurance Man 
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in Your Community 


Our Service Will Help You 


Massachusetts Mutual 





Life Insurance Co. 


Springfield, Massachusetts 
Organized 1851 





More Than Two Billion Dollars 


of Insurance in Force 








Standard and Sub-standard 
insurance for 


Men, Women,anad Children. 
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Company - - - 


it was popular for companies to build 
branch office buildings in cities through- 
out the country. Unable to manage 
this real estate profitably at a distance 
they were, in some cases, loaded with 
investments not producing sufficient 
interest to enable them to maintain 
their reserves. Others may be making 
the same mistake in other ways today.” 





BERKSHIRE LIFE APPOINTMENTS 


The Berkshire Life Insurance Com- 
pany announces the appointment of 
Gordon A. Putnam as general agent at 
Manchester, N. H. Mr. Putnam’s 
father, G. Allen Putnam, was the com- 
pany’s general agent prior to his death 
which occurred Feb. 4, 1931. 

The appointment of William A. 
Berryman as general agent in Kansas 
City, Mo., also has been announced. 
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MILLION DOLLAR PRODUCERS 

The Million Dollar Round Table of 
the National Association of Life 
Underwriters is anxious to list all 
million dollar producers so as to extend 
to them an invitation to attend the 
conference and breakfast of the Million 
Dollar Round Table at the William 
Penn Hotel, Pittsburgh, Pa., in Sept. 

Life Underwriters who have paid or 
who are likely to pay for $1,000,000 
of regular business on the following 
basis (1) calendar year ending Dec. 31, 
1930; (2) their company club year, re- 
gardless of colmination, as long as it is 
before Sept. 23, 1931; (3) fiscal year 
to Sept. 23, 1931, are asked to send 
their name and address to Theodore 
Martin Riehle, chairman, Million Dollar 
Round Table, 225 West 34th Street, 
New York. 








Methods of Settlement. 


Flexible! Economical! 


50 UNION SQUARE 








The Guardian’s Family Income Plan! 


Issued in two forms—$7.50 or $10 per month per $1,000 of insurance. 


Face amount of policy payable in cash at death—or under various Optional 


Attachable to all policy forms except Term. 
Cash and other guaranteed values of original policy not reduced. 


Issued for 20-, 15- and 10-year periods with additional premium for Family 
Income Plan payable for only 16, 12 or 8 years, respectively. 


May be added to existing Guardian insurance upon medical examination. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


* NEW YORK CITY 
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The Handy Guide Leads the Way! 


FEATURE POLICIES, including 


Retirement Income Policies, etc., are shown for the first 


the Family Income Policies, 


time in the 1931 Edition. 


THE 
SPECTATOR 
COMPANY 


The Hanpvy Gumk to Premium Rates, Applications 
and Special Policies of American Life Insurance 
Companies contains the new rates, values and 
policy forms issued since the publication of the 
1930 Edition. 


PRICES 
Per copy, Handsome Flexible Binding - $4.00 
Per copy, with Three Supplements - 5.00 


Thumb Indexed Edition 
Per copy, Thumb Index for 30 companies $4.35 
Per copy, with Three Supplements 5.35 


Write for Special Company Prices 





Specialization Is Modern 
Every Company offers a _ contract 
which it believes features the most de- 
sirable and modern coverage, and 
which is designed to meet the needs of 
a discriminating clientele. 


Every agent of every company who is 
a thorough worker, and an active can- 
vasser must be familiar with the ser- 
vices and wares of his fellow under- 
writers. He must know the rates, and 
wording of the policies he meets in 
daily competition. 

To meet this need, the 35th Edition of 
THE HANDY GUIDE has been renovated 
to present a COMPLETE and 
EXACT COPY of the LEADING 
AND FEATURE POLICIES in the 
field of Life Insurance. The complete 
policies of 155 companies reproduced 
in THE HANDY GUIDE form an essen- 
tial item in the kit of every active 
agent. 


Standardization Is Inevitable 


Disability coverage has been complete- 
ly standardized to comply with the 
findings of the NATIONAL CON- 
VENTION OF INSURANCE 
COMMISSIONERS. 

THE HANDY GUIDE presents an abso- 
lute word for word copy of the DIS- 
ABILITY PROVISION now being 
offered by the leading Life Insurance 
Companies. The progressive agent 
should know what is being daily ad- 
vanced to his clients, in the way of 
broadening and increasing life insur- 
ance protection. 


PLACE YOUR ORDER NOW 


The Spectator Company 
243 West 39th St., New York 


Please send me/us ...........COP......e0-+: 


ORDER BLANK 
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AGENCY BUILDER 





J. Carter Witt 


J. CARTER WITT JOINS FIDELITY 
MUTUAL 


J. Carter Witt, a well known figure 
in underwriting in the South and 
southwestern States, has taken over a 
general agency for the Fidelity Mutual 
Life Insurance Company in Nashville, 
Tenn., with offices in the Cotton States 
Building. He will manage the middle 
and eastern territory of the State, op- 
erating in Stewart, Houston, Hum- 
phreys, Perrin, and Hardin counties. 

Mr. Witt is one of the ablest and 
best known men in the Southern under- 
writing field. He is author of “Agency 
Building and Management” recently 
published by The Spectator Company. 





RETAILERS BUY LARGEST 
POLICIES 


Retail dealers again led the entire 
group of big policy buyers of the Lin- 
coln National Life for the month just 
passed according te the monthly analy- 
sis of policies of $10,000 or over pur- 
chased during that time. 

Second in the list were officials of 
gypsum and lime factories, and third 
place was held by real estate men. 
Next in line came physicians and sur- 
geons, then bank officials, iron and steel 
officials, and lawyers, judges, etc. 

One interesting fact developed in this 
last analysis was the fact that the 
greatest number of large policies were 
purchased by high salaried men, man- 
agers, officials, etc., rather than by 
owners of businesses. Owners and 
proprietors, however, were a close sec- 
ond. Third in this classification were 
professional men; and fourth, clerks 
and other office workers. Next in line 
were large wage earners in the various 
trades. 
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Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 
limited production. 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


Address. 
EXCLUSIVE, 
care of THE SPECTATOR 

















Five Fine Facts 


1. The Midland Mutual Life has never reduced its | 
dividend schedules, but has paid three extra divi- 
dends within the past seven years. 











2. Its payments to policyholders plus reserves held 
for future payments exceed the total premiums 
collected. 


3. It has paid to its policyholders more dividends 
than the total of all its death claims. 


4. Its interest earnings are 10% higher than those 
of the average participating company. 


5. Its surplus increased more than 5% on the in- 
creased assets for the year 1930. 








THE MIDLAND MUTUAL | 
LIFE INSURANCE CO. | 


COLUMBUS, OHIO 


Vv 








“Its Performances Exceed Its Promises” 


vWv 


Assets $20,000,000 Insurance in Force $112,000,000 
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STRENGTH 
IS SAFETY! 






Each link weighs approxi- 
mately four hundred pounds. 
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etittos " E modern ocean liners of to-day embody the very latest in 
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$24,000,000.00 scientific construction and are magnificent in design. Every com- 
Net Surplus 


$37,491,905 53 fort and safety possible are built into these fleet and sturdy steamships. 


seamemmstunabadumen The investments of “The Home of New York”, a strong stock com- 


Surplus to Policyholders 
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$61,491,905.53 pany, have always been sound—thus assuring the policyholders of i 
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(Pro rete Unearned Premiums) 





affected by market fluctuations. Through 


Reserved 
FoF nce Nant eel’ Dividends wd | its cash reserve and negotiable securi- 
$14,682,227.71 


Assets 
Cath on hand, funds conservatively invested o New York can make a prompt settlement 


s Tee mi of all losses at any time. >» » » = = 
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Discriminatory Tax Law 
Held Unconstitutional 





Alabama Supreme Court So Calls 
Insurance Retaliatory Law in 
Firemen’s Fund Case 
BIRMINGHAM, ALA., June 2.—The 
Alabama Supreme Court has declared 
unconstitutional the “insurance retalia- 
tory law” under which the State taxes 
an insurance company of another State 
the same as that State taxes an Ala- 
bama company. Justice Sayre in his 
opinion held that the law is violative 
of both the State and Federal constitu- 
tion in that it does not afford com- 
panies of other States the same pro- 

tection of law in Alabama. 

Decision was rendered in case of the 
State of Alabama vs. the Fireman’s 
Fund of California. Action was 
brought in a test case by the State to 
recover $1,736.69 claimed as due on 
privilege tax for the year 1929, the sum 
sued for being the difference between 
the regular charge of $1.50 on each 
$100 of gross premiums received on 
business done in Alabama, less return 
premiums, and the $2.60 on such pre- 
miums, less return premiums, required 
by the California law. The circuit 
court ruled for the defendant and the 
high court upheld this action. 





IOWA AGENTS TO MEET SEPT. 4 


Des MOoINEs, Iowa, May 30.—At a 
meeting of the executive committee of 
the Iowa Associatiton of Insurance 
Agents, it was decided to hold the an- 
nual convention at Sioux City, Sept. 4 
and 5. Inasmuch as it will mark the 
25th year since the organization of the 
association it has been decided to desig- 
nate the convention as the “Silver An- 
niversary.” 








NEW EDITION OF “BUILDING 
CODE” 

The fifth edition of the “Building 
Code,” recommended by the National 
Board of Fire Underwriters and pub- 
lished by that organization, has been 
received. The first edition of this ex- 
cellent volume was issued in 1905. The 
present edition has been completely 


revised. It runs to 316 pages and an 
excellent index adds greatly to its 
value. 
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WHEN BUILDING AND LOAN MEM- 
BERS CAN QUALIFY AS MIS- 
SOURI INSURANCE AGENTS 





Missouri real estate and insurance 
men who can convince the Missouri In- 
surance Department that they are actu- 
ally in the insurance business as legiti- 
mate agents or brokers will not be 
denied insurance broker licenses be- 
cause they may have an official connec- 
tion with a building and loan associ- 
ation. 

A decision to this effect was reached 
at a conference held in St. Louis May 
29 and attended by Stafford Pile, chief 
clerk of the Missouri Insurance Depart- 
ment; John C. Hall, president of the 
Missouri League of Building and Loan 
Association, and also president of the 
St. Louis Building & Loan Association, 
and Frank C. Case, president of the 
Fire Underwriters Association of St. 
Louis, and other officers of the asso- 
ciation. 

The meeting was held in the head- 
quarters of the association, 313 Pierce 
Building, and it was early manifest 
that all parties were in agreement that 
a recent ruling of Attorney General 
Stratton Shartel that under the Mis- 
souri laws building and loan associa- 
tions may not legally directly or indi- 
rectly receive any commissions on in- 
surance premiums should not bar 
legitimate agents and brokers of their 
licenses to do business. 

However, where it is apparent that 
a building and loan association is using 
commissions on the fire, hail, tornado 
and lightning insurance of members to 
pay the salaries of the secretary, treas- 
urer, president or other officers of the 
association either directly or indirectly 
such officer will not be licensed by the 
Missouri Insurance Department. But 
in other instances where an officer or 
director of a building and loan associ- 
ation does an insurance business and 
is paid suitable compensation for his 
building and loan association work he 
will be licensed as heretofore. 


KENTUCKY AGENTS THEME 
LOUISVILLE, Ky., June 2.—“The 


Building Up of More Profitable Agen- 
cies,” and business production will be 
the chief themes of the annual meeting 
of the Kentucky Association of Insur- 
ance Agents, Brown Hotel, Louisville, 
June 17 and 18, but “Financing of 


Insurance Co. of N. A. to 
Build in New York 






Land Purchased on John Street 
Where Modern Building Will 
Be Erected 


The Insurance Company of North 
America, Philadelphia, has acquire land 
comprising the entire north side of 
John Street, New York City, between 
Cliff and Gold Streets, for the purpose 
of erecting a new building to house 
local fire, marine and casualty activities 
of the company and its subsidiaries. 
The property has a frontage of 154 feet 
on John, 135 on Cliff and 105 on Gold 
Street. The company some time ago 
disposed of its property at 56 Beaver 
Street. The projected structure, it is 
announced, will be a commodious, mod- 
ern building of the highest type of 
construction. When completed it will 
house various departments of the In- 
surance Company of North America, 
the Alliance Insurance Company of 
Philadelphia and the Philadelphia Fire 
and Marine Company as follows: the 
Metropolitan fire department under the 
management of Charles H. Wood; the 
New York marine office under the man- 
agement of Platt, Fuller & Co.; and 
the New York office of Indemnity In- 
surance Company of North America 
under the management of William J. 
Witchen. Other companies in the North 
America Group are Alliance Casualty 
Company, National Security Fire In- 
surance Company and Central Fire 
Insurance Company of Baltimore. 





EX-GOVERNOR FISHER DIRECTOR 

OF NATIONAL UNION FIRE 

John S. Fisher, former governor of 
Pennsylvania, was elected a director 
and chairman of the board of directors 
of the National Union Fire Insurance 
Company, of Pittsburgh, at a meeting 
of the board last week. Mr. Fisher will 
maintain his headquarters at the home 
office of the company and it is an- 
nounced that he will devote himself to 
broadening the activities of the Na- 
tional Union Companies. 








Premiums,” will be a subject of very 
considerable interest in this time when 
in many cases the agent finds it hard 
to sell insurance but harder to collect 
premiums. 


Fire Insurance 








THE WHITE FIREMAN* 





An adequate 


It saves lives 














*k See the 


Advises on the Strengthening of Municipal Fire Departments 


fire department is a valuable asset ° 


to any community. 


and property, and it saves money 


for property owners in lower insurance premiums. 


The White Fireman’s advice on apparatus and 


personnel is available to municipal authorities. 


North America advertisement in 


The Saturday Evening Post, June 13; 


Literary Digest, June 13. 


























NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 
INSURANCE 
Fire Liability Marine 


164 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 





EUREKA-SECURITY 
FIRE and MARINE 
Insurance Company 


22 Garfield Place, Cincinnati, O. 


CAPITAL $1,000,000 
ee 


Established 1864 
4 


AN OLD COMPANY WITH 
AN EXCELLENT RECORD 
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STATE AGENTS 


New Jersey New York Pennsylvania 
John A. Lanee George H. Reuter George A. Reynolds 
9 Clinton St. P. 0. Box 299 901 Columbia Bldg. 
Newark, N. J. Syracuse, N. Y. Pittsburgh, Pa 
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President’s Address to National Board 


A Continuation of the Condensed Report of James Wyper’s 
Speech Printed in Last Week’s Issue of The Spectator 


So far as our specific business is con- 
cerned, the official records show that in 
1928 the companies holding membership 
in the National Board were compelled 
to pay taxes aggregating $24,789,530, 
or 3.88 per cent of the total net premi- 
ums written. Iu 1929 this sum had risen 
to $30,526,877, or 4.65 per cent of the 
total net premiums written. In 1930 
the figure was $29,705,434, which, and 
because of a decrease in premiums 
written resulted in a higher rate, viz., 
5.09 per cent, this being the first time in 
the companies’ history that the per- 
centage of taxes paid to net premiums 
written exceeded 5 per cent. 

Turning now to the underwriting re- 
sults of the 1930 operations of the com- 
panies which are members of the Na- 
tional Board, we observe that they de- 
rived from their fire and lighting busi- 
ness last year an aggregate earned pre- 
mium income of $614,731,660, as com- 
pared with $645,592,175 yielded by the 
same class of business in 1929, a de- 
crease of $30,860,515, or 4.78 per cent. 
Reference has already been made to 
the reduction in the average rate 
which was one of the factors contrib- 
uting to this sharp drop in premium in- 
come. It will be remembered that in 
1929 the average rate per $100 of in- 
surance had fallen to .8008 per cent, 
much the lowest point ever touched up 
to that time, with the result that the 
price or the cost to the public, of fire 
insurance was sharply contrasted with 
the prices for all other commodities 
and services in that it was almost 33% 
per cent below the pre-war level, while 
commodity and service prices in general 
stood as much above the pre-war level. 
Despite this relative cheapness of fire 
insurance in 1929, the average rate of 
premium received per $100 written fell 
again in 1930, standing at the figure 
of .7691 cents. Even after last year’s 
decline of commodity prices, therefore, 
fire insurance still remains far and 
away the cheapest things the American 
public has to buy. In fact, I believe 
that every thinking man in the business 
will agree with me when I say that its 
present extreme cheapness is not war- 
ranted by a just estimation of all the 
hazards the companies must assume, as 
last year’s experience has made clear. 
I strongly recommend that the attention 
of our company executive be directed 
to the necessity of such a revision of 
rates as will make it possible for the 
business as a whole to realize a rea- 
sonable underwriting profit. 

Not ony did the earned premium in- 
come of the member companies decrease 
in 1930 to the extent just stated, but 
the existing conditions rendered it vir- 
tually impossible to effect a compensat- 
ing reduction of the companies’ ex- 
penses, while those same conditions 
brought about an increase in the loss 
payment the companies had to make. 
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The necessary consequence was that the 
underwriting account of the companies 
as a body showed a debit balance at 
the end of the year. For all the mem- 
ber companies the aggregate debit 
balance on fire and lightning underwrit- 
ing in 1930 was $1,521,059, or .25 per 
cent of the earned premiums, as com- 
pared with a credit balance of $37,679,- 
837, or 5.84 per cent, for 1929, and with 
a similar balance of $30,189,567, or 
4.72 per cent, ‘for 1928, and for the past 
five years an average underwriting 
profit of 2.33 per cent, which is only 
a fraction of the average rate which the 
National Convention of Insurance Com- 
missioners has pronounced necessary 
for the purpose of maintaining the 
companies in full vigor and efficiency 
for the performance of their indispensa- 
ble function in the national economy. 
This mention of the function of fire 
insurance in the national economy 
prompts me to stress anew a character- 
istic of our business which sharply dis- 
tinguishes it from practically every 
other branch of business and which 
both legislators and the public at large 
should always bear in mind when pass- 
ing judgment upon the remuneration 
which should be accorded fire insur- 
ance companies for their service. The 
distinction is that fire insurance is the 
one branch of business upon which all 
other branches without exception di- 
rectly rely to protect them against un- 
predictable ruinous losses and thereby 
to give their property dependable value, 
whereas among industrial and mer- 
chandizing business in general there is 
no direct dependence of one upon an- 
other for the safeguarding of their 
financial stability. It is axiomatic to- 
day that without the support of fire in- 
surance business credit in the modern 
sense could not possibly exist. Sim- 
ilarly, a large part of the investment of 
capital upon which the country’s wel- 
fare depend would be rendered impos- 
sible if fire insurance did not provide 
protection for the properties in which 
the capital is invested. In the produc- 
tion and distribution of goods of every 
kind, in the provision of the factories 
and offices and warehouses and stores 
employed in the processes of produc- 
tion and distribution, in the housing of 
the population that produces and con- 
sumes, fire insurance is an ever-pres- 
ent partner assuming the burden of one 
of the most dangerous of all risks. 
What I have just said has particular 
relevance to the demands which in times 
like the present are regularly made, 
whether by financially hard-pressed 
property owners or by public authori- 
ties, that fire insurance rates should be 
reduced, irrespective of the effect upon 
the companies. Actually, these de- 
mands are in the highest degree irra- 
tional, assuming that society has a due 
regard for its own permanent interests. 
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The only policy which is economically 
and socially sound is to give the com- 
panies every possible assistance in 
meeting the conditions which general 
business contraction imposes upon 
them, and especially in maintaining a 
proper balance between income and out- 
go. The one and only correct principle 
governing the price of fire insurance is 
that it must be adequate at all times 
to keep unimpaired the institutional 
service which the companies render. 

At a recent conference initiated by 
the Superintendent of Insurance of the 
State of New York, that official called 
to the attention of company executives 
certain trends in our business to which 
it may not be inappropriate to refer in 
general terms at this time, although 
this organization takes no part in the 
making or promulgation of rates. What 
I have to say on the subject is in am- 
plification of the principle just enun- 
ciated. 

It is my opinion that those re- 
sponsible for the management of fire 
insurance companies are obligated 
equally with the public authorities and 
the insuring public to observe and re- 
spect that principle. Every company 
executive is in duty bound to remember 
at all times that the rates charged for 
fire insurance protection do not belong 
to the same category as commodity 
prices, but that the propriety of the 
rate structure is to be judged solely 
from the standpoint of the sufficiency 
of the aggregate premium it yields to 
keep the companies’ fire insurance fund 
upon a safe level and to give the com- 
panies fair compensation for their in- 
stitutional service. In other words, any 
policy or course of action adopted by a 
single company or by a group of com- 
panies which tends to demoralize rates, 
which unnecessarily adds to the expense 
of conducting the business, or which 
involves competitive practices likely to 
weaken the position of the entire body 
of stock fire insurance companies, either 
financially or in their dealings with the 
public, must be regarded as inimical to 
the welfare of the institution upon 
which the country depends to safeguard 
not only its created wealth but also all 
of those economic processes by which 
the population lives. 

I am well aware that in times like 
the present when the field of our un- 
derwriting is depressed by conditions 
beyond our control, the temptation is 
great to try to obtain additional busi- 
ness through competitive concessions, 
either in the rates charged preferred 
property-owners or in commisions al- 
lowed to agents and brokers, or in vari- 
ous other directions which I need not 
specify, but if this temptation is yielded 
to, serious and perhaps irreparable 
harm will be done to the great institu- 
tion of stock fire insurance which, as 
it stands today, represents one of the 
most remarkable economic achievements 
of modern times. 

We who are engaged in the adminis- 
tration of the stock fire insurance com- 
panies long ago learned that through 
cooperation we can achieve results in 


(Concluded on page 33) 
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ROSSIA INSURANCE CO. 


of America 





THE FIRE REASSURANCE CO. 
of New York 





METROPOLITAN 
FIRE INSURANCE CO. 
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of Hartford 





115 BROAD ST., HARTFORD, CONN. 
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Need of Ample Protection 


THE: CLOSING of the schools within the next 
few weeks will increase the number of chil- 
dren playing on the streets. 

THIS INCREASED accident hazard is apparent 
to all motorists. 

PRESENT these facts to your client with a 
Commonwealth full coverage Auto Policy and 
you will come away with his order. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 
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President 
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New YORK UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2,000,000 





A. & J. H. STODDART, General Agents 


| 100 William Street - - - New York City 
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GOING STRONG! 


Evidently, Guardian’s Participating Poli- 
cies appeal to motorists. Net premiums 


written in 1930 increased 332% over 





1929, and this ratio is continuing this 


year. 
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TODAY—SELL POLICIES THAT SELL i 
THEMSELVES! 


Agencies open in 18 states. 
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Owen B. Augspurger, President 





HOME OFFICE—BUFFALO, N. Y. 
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COMMEND ST. LOUIS PRINTER’S 
STAND 


The stand taken by the Skaer Print- 
ing Company of St. Louis in favor of 
the principle of “live and let live” in 
the buying of insurance as well as in 
selling printing in answering an attack 
on some stock insurance companies 
made by Gordon C. Hall, commissioner 
of the Associated Printers of St. Louis, 
has won nation-wide attention and 
general commendation. 

Many who have written letters to 
the Skaer Company in approval of its 
stand against buying on a “dog-eat- 
dog” basis while expecting to sell under 
the “live and let live” plan, have stated 
that the St. Louis printer has thus 
tersely touched on the vital obstacle 
to a return of general prosperity in 
this country. 


Restores Faith 


A letter received from J. J. Shepard 
of the Shepard Insurance Agency, 
Cedar Rapids, Iowa, is typical of the 
many hundreds that have poured into 
St. Louis since the Skaer epistle to his 
fellow printers in St. Louis received 
general circulation. Shepard’s reply 
follows: 

“Gentlemen: 

“Midst the discordant clang of hypo- 
critical talk and the offensive smell of 
deceitful and dumb practice, your re- 
cent advice to the trade is as a pure 
note from a silver bell—and carries a 
fragrance that is exhilarating. 

“It is the first sincere and construc- 
tive thing we have seen for so long. 
Verily, our faith in man is almost 
wholly restored. One was justified in 
believing that almost it was the cor- 
rect thing to sell after one fashion, but 
buy after quite another. 

“And yet—obviously, making reduc- 
tions in overhead by depriving the other 
fellow of a profit, must quickly develop 
its own drastic penalty. How all the 
clever and inspiring seers missed the 
point you see so clearly, is mysterious. 

“We hope your message gets into 
the minds and hearts of many who need 
it. It is an ardent hope that before the 
penalty is too plainly in evidence, our 
business men may perceive the fallacy 
of selling through capitalistic chan- 
nels, and buying through socialistic as- 
sociations. 

“I rejoice that this message comes 
from one in a city I call home—born 
and reared in St. Louis. I am sorry 
there is not some way I may turn my 
applause into business for you. May 
the Lord lengthen your life and keep 
your right wrist supple. 

“Sincerely, 
“(Signed) J. J. Shepard.” 
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“THE INSPECTOR’S GUIDE TO 
PROFITS INSURANCE” 


“The Inspector’s Guide to Profits 
Insurance” is the title of a book by 
A. O. Cleaver, F.C.I.I1., of the London 


& Lancashire Insurance Company, 
Ltd., London, England, recently re- 
ceived. Mr. Cleaver believes that 


profits insurance is not making the 
headway that it should. The main 
reason for this, in his opinion, is that 
the public has not been educated to 
class profits insurance among the neces- 
sary protection, because the majority 
of insurance men themselves are not 
yet in the habit of regarding profits 
insurance as an essential part of every 
trader’s insurance. His book is writ- 
ten primarily with a view to assist- 
ing inspectors and others who wish to 
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OTHO E. LANE, President 
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IOWA’S STAND ON UNAUTHOR- 
IZED INSURANCE 


Des MoINEs, Iowa, May 29.—Donald 
Harlow, deputy insurance commis- 
sioner, has issued a warning against 
the purchase of unauthorized insurance 
policies. Such policies, he explained, 
are offered by companies which have 
not complied with Iowa laws and by 
mail or through agents not licensed by 
the insurance department. 








have the outlines of profits insurance 
explained to them in simple and 
straightforward language and who will 
appreciate having a handy book to 
which they can refer when difficulties 
arise. Mr. Cleaver’s book well lives 
up to its purpose. An excellent index 
is an important feature. 
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HE thoroughly practical principles 
aa this company’s co-opera- 
tion with its Agents make P. F. & M. 
representation a most profitable one. 
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FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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for progressive agents... 





Life The Spirit 
Underwriting of Life 
Efficiency Underwriting 


by Walter Cluff by Walter Cluf 


Repeatedly described as In thfs book, a sequel 
the best beginners text to Life Underwriting 
available on life insur- Efficiency, the author em- 
ance salesmanship. Nu- phasizes the importance 
merous subtle ways of at- of physical appearance 
tracting the prospects at- and mental attitude. This 
tention and beguiling book is not only highly 
methods of approach are inspirational to both the 
outlined. followed by new and the experienced 
many ingenious closing salesman but also offers 
suggestions. Selling ade- many new and effective 
quate coverage is stressed sales methods. One Gen- 
with definite examples to eral Agent says it is “the 
show how the salesman best sales book for both 
may lead the prospect to 
discover the extent of his 


new and old men I have 
read in my 26 years in the 


own needs. business.” 
Price $1.00 Price $1.00 
12 copies, $10; 13 copies, $10; 
25 copies, $20. 25 copies, $20. 








answers to the last 
examination. 


C. L. U. DEGREE QUESTIONS & ANSWERS | 
Price $1.00 
12 copies, $10. 


Copies of complete set of questions and 
L. U. Degree 
Limited supply. 





ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 
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Assets Gain Nearly 
15 Millions 


Total Admitted Assets, December 31, 1930 
$148,905,570.40 


Total Admitted Assets, December 31, 1929 
$133,931,890.94 


Gain, 1930 over 1929 
$14,973,.679.46 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 


Des Moines, Iowa 



































OPPORTUNITY! 


Desirable Territory Open for General Agencies 
Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 
























THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 


“Three Great Hazards’’ a new leaflet written by Ernest Grey is just what 
& number of life insurance agents have been looking for because it is s 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
the agent makes his call. 


PRICES 
50 Copies...... _ $2.50 500 Copies....... $18. 
100 Copies....... $4. 1000 Copies....... $30. 
10,000 Copies....... $225. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LL.B., BS. 


N the informative work entitled America INsuREs It- 
I sELr, Mr. Pike deals with the important subject of life 
insurance in a manner which ———- to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and its uses are 
described 
AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,” 
and ~~ X as “a thorough book, a book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 
- as making plain many of ‘the methods and plans 
insurance as well as other points of interest which 
arise in connection with the subject. 


Price, per copy, $3 
Discount in Quantities 
THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
CHICAGO BOSTON NEW ORLEANS 
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President’s Address to National Board 


(Concluded from page 29) 


the way of service to the public which 
otherwise would be impossible. In a 
sense, indeed, the entire structure of 
our business rests upon cooperation, 
since the vast system of risk-measuring 
and rate-making which provides the 
data for all our underwriting has been 
cooperatively developed. Moreover, the 
long existence of this National Board 
of Fire Underwriters, with its manifold 
activities for the common benefit not 
only of the member companies but still 
more of all property-owners in the land, 
affords the most impressive evidence of 
the extent to which the principle of co- 
operation is applied in our business. 
We have therefore been leaders in this 
great modern movement; but it is in- 
cumbent upon us to retain our leader- 
ship by constantly broadening the field 
in which we act cooperatively and by 
establishing safeguards against loss of 
the fruits of our cooperation by unwise 
competition. 

In what has been said today the 
effort has been to discuss basic prin- 
ciples illustrated by our combined ex- 
periences during the period of depres- 
sion, rather than to discuss specific 
details of the reports of the various 
committees and departments of the Na- 
tional Board of Fire Underwriters. 
Those reports are worthy of particular 
study, however, for they furnish the 
facts from which the broad basic laws 
may be deduced. I commend them to 
your special study and consideration, 
while at the same time I pay tribute 
to the indefatigable work and the limit- 
less patience that made their compila- 
tion possible. For this address, how- 
ever, it has seemed best, because the 
situation is so serious and the oppor- 
tunity that is present so momentous, to 
emphasize controlling principles be- 
cause of the value they have in sug- 
gesting our future course of action. 
Perhaps the most significant lesson of 
them all—perhaps, indeed, the one that 
includes in its broad sweep all the 
others—is found in the fact that the 
unparalleled achievement of stock fire 
insurance, during all the stress and 
strain of this period of major depres- 
sion with all its complications and the 
clearly evidenced mounting moral haz- 
ard growing out of it, was made by ad- 
herence to established and tested prin- 
ciples. Times and conditions change, 
but truths and principles do not change, 
and the true leader, understanding 
them, merely applies them to the new 
conditions. If that be done, success 
is certain. Stock fire insurance has 
just conclusively demonstrated that 
fact, and therein lies perhaps the most 
significant guide for the future. 

Look where we will, we still find un- 
certainty on every hand. Leadership 
that is sure of itself—and no other 
leadership is worth while—is rare. In 
all the recent confusion there has rare- 
ly been a voice raised to say that the 
remedy was a return to basic principles. 
Yet the one great business which be- 
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cause of its very nature carried on its 
shoulders a part of the burdens of all 
other businesses, the one great business 
that did adhere to the principles upon 
which it was founded and which had 
been tested throughout the years—our 
own business, if you please—has ful- 
filled its every obligation in letter and 
spirit and without the slightest weaken- 
ing of its ability to function. Surely, 
gentlemen, that lesson should not go 
unheeded. 

This is the National Board of Fire 
Underwriters. It is well to emphasize 
that it is national not alone because its 
jurisdiction in the matters committed 
to it by its member companies is nation- 
wide, but because in the highest and 
best sense of the word it is patriotical- 
ly nationalistic. It is well to record 
that the National Board had its begin- 
ning sixty-five years ago at the begin- 
ning of the new industrial and business 
era following the Civil War, and that 
it was called into being because of the 
crying need for a stabilizing influence 
in the then new era. It may well be 
that a similar great opportunity for 
service awaits it now, and that we, in 
whose hands its destinies now rest, 
may go forward to new constructive 
service. 

When the last Congress of the 
United States adjourned, a great sigh 
of relief went up on every hand. It 
was practically universal—so universal, 
in fact, that the majority of political 
leaders themselves opposed any course 
that would keep the Congress in ses- 
sion. It was not necessary to discuss 
the question of how much merit or lack 
of merit was in that general demand 
for surcease from the threat of legis- 
lation. The significant thing is that 
it is not enough for business merely 
to sigh with relief. It must go further 
and it must furnish a constructive 
leadership. The truth of this is gen- 
erally realized by those who have given 
thought to the matter. Out of it comes 
the increasingly frequent suggestion 
that there should be created some gen- 
eral staff of business to point the way. 
Its advocates rightly insist upon the 
danger that, should this not be done 
and should constructive leadership not 
be supplied by business, the political 
demagogue will seize the opportunity 
to fasten some of his theories and 
panaceas upon business and industry. 
That danger clearly exists, for all great 
opportunities for service are accom- 
panied by a corresponding menace of 
dis-service at the hands of those who 
are incompetent and unqualified, no 
matter how honestly motivated, if 
those who have the necessary back- 
ground and vision and competence neg- 
lect to seize the opportunity. 

Here is the opportunity for new ser- 
vice by the National Board. No so- 
called “general staff of business” could 
have more intimate contacts with other 
businesses than the executives and 
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underwriters of the stock fire insurance 
companies; for, in the last analysis, 
their problems are the problems of 
meeting the needs of other businesses. 
Stock fire insurance must see things 


whole. It has its own internal prob- 
lems, it is true, but fundamentally 
even they grow out of the effort to 
serve fully the needs of other people. 
To succeed, stock fire insurance must 
understand the problems of production 
and distribution of goods, for without 
understanding them it could not give 
the protection that is needed all along 
the route, from the raising or mining 
or procuring of raw product to its as- 
sembling at the point of manufacture, 
through the processes of manufacture, 
and out again to the ultimate consumer. 


A year ago I suggested that the 
basic idea of the solidarity of business 
was of sufficient importance to warrant 
consideration of the feasibility of utiliz- 
ing one of the existing committees or 
of creating within the National Board 
an organization to arrange for ad- 
dresses on various aspects of the stock 
fire insurance business and especially 
on the activities of the National Board, 
these addresses to be delivered as often 
as advantageous opportunities are of- 
fered to inform representatives of other 
industries regarding these subjects. 

The object of such a program would 
be to give to insurance buyers a clearer 
understanding of stock fire insurance 
services, methods, soundness and his- 
tory. Such a course, intelligently di- 
rected and consistently followed out, 
would ultimately bring about a united 
front of stock fire insurers and prop- 
erty owners against the enactment of 
unduly oppressive laws that restrict 
our necessary operations and against 
the inequitable system of special taxes 
and fees that has already been touched 
upon. The method would be a coordi- 
nation of existing forces so that all 
would move unceasingly toward the 
desired objective, avoiding duplication 
and intruding upon no sphere of ac- 
tivity already adequately covered. It 
would interfere with none of the activi- 
ties of the sectional jurisdictional 
bodies, but would supplement their 
work in parallel fields, just as their 
work would supplement ours. Out of 
this would eventually grow a bureau 
of research and organization which 
would know exactly what is occurring 
in various trade and commercial asso- 
ciations that might have a bearing on 
the classes of insurance written by 
stock fire insurance companies. Friendly 
discussion of common problems would 
become the regular order of the day, 
and we should then be in even better 
position than we are today to help in 
the solution of these problems in a 
friendly and constructive manner. 
Here is a logical evolution, an evolu- 
tion that points the way to a return to 
the old sound and tested principles of 
an order of things in which govern- 
ment confined itself to the matters that 
rightly belong to government and busi- 
ness solved its problems in the interest 
of the common weal. 


Fire Insurance 

















Reciprocity 


The kind of reciprocity that ap- 
peals to us as truly worth its salt 
is that in which both parties co- 


operate to further each other’s 





profitable existence. 
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Leighton Foster Urges 
A. A.A. Bill 


Ontario Superintendent Shows 
Value of New Amendment 
By Province As Reci- 
procity Principle 
R. Leighton Foster, superintendent 
of insurance in Ontario, has written 
a letter to all the members of the 
National Convention of Insurance 
Commissioners, summarizing the 1931 
amendments to the Ontario Financial 
Responsibility Law, and urging similar 
measures for other states and prov- 
inces. Mr. Foster points out that he 
believes Ontario has solved one of the 
most important and vexatious prob- 
lems in the safety laws—that one by 
which proof of responsibility by in- 
surance is allowed only on _ policies 
issued by a carrier authorized within 

the State. 

Mr. Foster believes that this point 
in the safety laws presents unfair dis- 
crimination against hundreds of rep- 
utable insurers who may be fully 
capable of meeting obligations, but 
who do not desire to transact business 
in additional states and provinces. 
Ontario has amended its law to in- 
clude the modified A.A.A. bill. Mr. 
Foster explains it as follows: 

“The modified A.A.A. bill provides 
that an insurer unauthorized to trans- 
act business in a particular state or 
province may arrange to have its cer- 
tificates of insurance accepted in such 
state or province as proof of financial 
responsibility by its policyholders resi- 
dent outside such state or province, by 
filing with the Registrar of Motor 
Vehicles therein a power of attorney 
authorizing such Registrar to accept 
service of notice or process on its be- 
half in any action arising out of a 
motor vehicle accident therein, and an 
undertaking or agreement to permit its 
policies to be interpreted in accordance 
with the laws of such state or province 
in respect to an action arising out of 
a motor vehicle accident therein, and 
to accept as final in any such action 
the judgment of a court of competent 
jurisdiction in such state or province. 





THE SPECTATOR 
June 4, 1931 





REMINGTON JOINS F. & C. 


Harold K. Remington, formerly 
vice-president of the Constitution 
Indemnity Company, has joined 
the staff of the Fidelity and 
Casualty Company of New York 
as executive assistant. For the 
present he will be actively en- 
gaged in assisting Vice-President 
W. C. Billings in underwriting 
and administrative matters in 
connection with the casualty busi- 
ness of the company. 











INTERNATIONAL RE-INSURANCE 
CORPORATION 


The balance sheet of the Interna- 
tional Re-Insurance Corporation, Los 
Angeles, printed again this week in the 
advertising pages of THE SPECTATOR, 
calls attention anew to the remarkable 
record made by this company since its 
organization in 1928 by Carl M. Han- 
sen, its first and present president. Its 
total assets as of Dec. 31, 1930, were 
$9,179,012. Its total surplus, made up 
of the issued capital stock of $1,500,000 
and the surplus of $3,002,226, was 
$4,502,226. Recently THE SPECTATOR 
told of the ratification by the stock- 
holders of the plan to reincorporate the 
company under the laws of Delaware, 
the new organization to continue under 
the original name, the International 
Re-Insurance Corporation, while the 
present corporation, with head office at 
Los Angeles, will be changed to the 
International Certificates, Inc. 








I commended this modification so rec- 
ommended to the Convention as an 
acceptable solution of this problem.” 
Mr. Foster also explains in his let- 
ter the method by which the motor 
vehicle commissioner intends to ad- 
minister the new provision. 


The Ontario superintendent praises 
the new amendment as an act of reci- 
procity. He declares that Ontario has 
led the way in providing for the 
acceptance of certificates of unauthor- 
ized insurers of other states, and is 
now hopeful that others will follow her 
lead. 


Preferred Accident To 
Reduce Capital 





Directors Propose to Cut Stock in 
Half to Add $1,750,000 to 
Surplus; Measure Urged 


The Preferred Accident Insurance 
Company proposes to cut its capital 
of $3,500,000 in half, and increase its 
surplus by $1,750,000 it was announced 
this week. President W. C. Potter 
describes the proposition as a step to 
create better capital and surplus bal- 
ance in line with the company’s con- 
servative policy during present financial 
conditions. The plan has the unanimous 
backing of the board of directors, and 
would reduce the par value of the capi- 
tal stock from $20 to $10. In his letter 
to stockholders, President Potter urges 
their approval. He says, in part: 

“Your directors believe it essential 
that this reduction be authorized by 
you because the depreciation of the 
market value of the company’s invest- 
ments has reduced its net surplus over 
capital and all other liabilities from 
$1,002,626 on Jan. 1, to about $500,000 
on May 16. It is not anticipated that 
there will be any decrease in the 
amount paid in dividends, nor will this 
reduction in the par value lessen your 
proportionate ownership of the total 
capital stock or the book value of your 
holdings. 

“This corporation was organized in 
1893 with an initial capital of $100,000 
which has been increased on various 
occasions to $3,500,000. Only $600,000 
of this amount was paid in by stock- 
holders and the balance of $2,900,000 
was by stock dividends derived solely 
from surplus funds so that the proposed 
change has the effect of returning to 
surplus that which to a large extent 
was originally surplus. For the suc- 
cessful operation of an insurance com- 
pany it is advisable that the surplus 
equal or exceed the capital.” 


BALTIMORE, June 1.—The home office 
of the United States Fidelity and 
Guaranty Company announces the 
resignation of John D. Mayhew, as 
special agent at Denver. 
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BALANCE SHEET 
December 31, 1930 


ASSETS 


Cash in Banks and on Hand 
Cash Value, Life Insurance Policies 
Premiums in Course of Collection 
Accrued Interest Receivable 
Accounts Receivable 
Securities at Values Determined by the Committee on Valuation 
of the National Convention of Insurance Commissioners: 
U. S. Government Bonds $ 
State and Municipal Bonds 
Corporate Stocks and Bonds 


Loans: 
Secured by Collateral 
Secured by Real Estate 


Equity in Home Office Building: 
Consisting of an undivided one-fourth interest representing: 
Land and Building (less depreciation) 
Less: Proportion of First Mortgage 6% Serial Bonds and Street 
Improvement Assessments 





International Re-Insurance Corporation 


$ 837,717.87 
1,800.00 
628,703.79 
82,018.44 
129,347.06 
of Securities 


491,200.00 
1,212,940.00 


3,947,505.00 5,651,645.00 


529,650.00 


1,061,250.00 1,590,900.00 


608,295.00 


351,415.00 256,880.00 














LIABILITIES 


Reserve for Losses 
Accrued Commissions, Taxes and Other Liabilities 
Unearned Premiums 


Capital Stock and Surplus: 
Capital Stock: 
Authorized 200,000 shares of $10.00 each 


Issued 150,000 shares of $10.00 each 
Surplus 


$9,179,012.16 


1,878,477.89 
299,431.73 
2,498,876.04 


2,000,000.00 


1,500,000.00 


3,002,226.50 4,502,226.50 





















$9,179,012.16 
To the Board of Directors. 
International Re-Insurance Corporation. 
We have made an examination of the books and records of the International Re-Insurance 
Corporation for the year ended December 31, 1930 and certify that, in our opinion: 
The above balance sheet has been correctly prepared therefrom. 
Cash, securities, loans and relative collateral, which we have verified by actual count or 
certificates from the depositaries, are correctly stated on the basis indicated. 
The reserve for losses is reasonably stated and provision has been made for all ascertain- 
able liabilities. 
The balance sheet fairly reflects the financial position of the Company at December 31, 
1930. : 


PRICE, WATERHOUSE & CO. 





ao BP 


Los Angeles, California 
February 26, 1931. 


International Re-Insurance Corporation 
CARL M. HANSEN, President 
Home Office 


Pacific Finance Building 
LOS ANGELES, CALIFORNIA 





84 William Street, 
New York, N. Y. 


76 King William Street 
London, England 
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Lecture Course on Plate 


Glass Starts 





Plate Glass Bureau Establishes 
New Idea with Prominent 
Men as Teachers 


A program for an educational course 
in plate glass insurance in all its 
branches will be conducted by the New 
York Plate Glass Bureau, the National 
Bureau’s youngest subsidiary on the 
four Tuesday afternoons of June. The 
meeting will be held at the Plate Glass 
Bureau’s office, 60 John Street, and will 
begin at five o’clock in the afternoon. 
John W. Marden, manager, will be in 
charge. 

For the first meeting of June 2, the 
guest speaker was Fred S. Garrison, 
secretary of the Travelers Indemnity 
Company, who discussed plate glass 
insurance as to policy coverage, under- 
writing principles, and sales points. 
Norman C. Stevens, secretary of the 
Aetna Casualty and Surety Company, 
will be the speaker for the second meet- 
ing on June 9. He will discuss the 
surveying and inspection of risks. W. 
A. Reid, vice-president of the Fidelity 
and Casualty Company of New York, 
will speak at the third meeting, June 
16. He will discuss plate glass claims, 
including measurements of glass, inves- 
tigation and third party cases. The 
fourth meeting will have as its speaker 
Carroll Tubman, manager of the plate 
glass department of the Maryland 
Casualty Company, who will discuss 
the computation of plate glass pre- 
miums. The meetings are to be at- 
tended by the Bureau Glass Depart- 
ment staff, company department repre- 
sentatives and production men. 

The speakers are thoroughly experi- 
enced in plate glass insurance and are 
regarded as among the outstanding 
men of that line. This is the first time 
that such a course is to be conducted, 
and it is looked forward to with much 
interest as a means of furnishing a 
broader knowledge of the line. 

Now that the Plate Glass Bureau is 
functioning smoothly with respect to 
surveys, inspection of risks, claims in- 
vestigations and the like, Mr. Marden 
announces that attention will be turned 
to the cost to the companies of glass 
used for replacement. An unsatisfac- 
tory condition has existed for a long 
time, and with this in mind a study 
of the cost of glass is one of the most 
important features of the general plan 
adopted by the companies for the op- 
eration of the Bureau. 

Two new companies have joined the 
Bureau, it was announced. The Inde- 
pendence Indemnity Company and the 
Home Indemnity Company, bringing 
the membership up to forty-nine. 
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INSURANCE SOCIETY REELECTS 
GEORGE HAYES 


George E. Hayes, popular vice-presi- 
dent of the Union Indemnity Company 
and New York Indemnity Company, 
both divisions of Insurance Securities 
Company, has been re-elected presi- 
dent of the Insurance Society of New 
York, a position which he filled during 
the past year. Mr. Hayes was chosen 
by the nominating committee with E. 
J. Donegan as chairman. 

Mr. Hayes entered the judicial bond- 
ing department of the American Surety 
Company thirty-nine years ago and 
commenced the career which has made 
him vice-president of the Union In- 
demnity Company and its running 
mate, New York Indemnity Company, 
in charge of the fidelity and surety 
division of the eastern department, with 
headquarters at 100 Maiden Lane. The 
honorary positions he has held have 
been numerous. He laid out the course 
in suretyship now used by the Insur- 
ance Institute of America and is on the 
committee on education of that body. 
He has been a constant lecturer, the 
chairman of the suretyship committee, 
a director and vice-president of the 
Insurance Society of New York. He is 
also president of the Surety and Cas- 
ualty Club. 





TO PROBE MICHIGAN ROBBERY 
RATES 


Alleged discriminations in bank rob- 
bery and burglary insurance rates in 
Michigan will be investigated follow- 
ing a resolution of the Legislature. It 
is believed that inequalities have been 
present in schedules for various classes 
of cities in the State, and Superin- 
tendent Livingston has been directed 
to make recommendations for eliminat- 
ing them. 

The Legislature points out in its 
resolution that it does not believe the 
size of a city is fair basis for comput- 
ing rates. It believes that the safe of 
the individual bank, police protection, 
and the possibility of thieves escaping 
should be considered. It points out 
that although there has been only one 
bank robbery in ten years in the north- 
ern Michigan peninsula, a flat rate has 
been charged, while Detroit with its 
high crime ratio has been granted a 
lower rate. 





AMERICA FORE OFFICERS 


ENTERTAINED 
Officers and department heads of the 
fire insurance companies and_ the 


Fidelity and Casualty Company, com- 
prising the “America Fore” group, were 
entertained at a golf tournament and 
dinner recently, at the Glen Ridge 
Country Club, Glen Ridge, N. J., by 
Paul L. Haid, president of the Con- 


37 


New Policy Will Protect 
Against Bomb Damage 





A. B.A. Form to Apply to 30,000 
of Nation’s Banks; Other Lib- 
eral Features Provided 


Banks will be rrotected against dam- 
ages to their money, securities or pre- 
mises caused by the bombs, high ex- 
plosives, or other destructive devices 
of maniacs or fanatics, as well as hold- 
up men and burglars under a new 
policy in effect June 1. James A. Beha, 
general manager and counsel of the 
National Bureau, announces that after 
a year’s discussion between the bur- 
glary insurance committees of the 
Bureau and the American Bankers’ As- 
sociation the new policy known as “The 
American Bankers’ Association Stand- 
ard Form, Bank Burglary and Robbery 
Policy,” a copyrighted document has 
been prepared to replace the 1925 form. 
It is applicable to the 30,000 banks 
of the United States. 

The new policy shows also the elimi- 
nation of the “collusion exclusion” 
clause under which the insurance com- 
pany was enabled to deny liability if 
any employee of the bank was im- 
plicated in the burglary or robbery as 
an accessory. Another important pro- 
vision included under the new form 
fixes the time of valuation of stolen 
securities as of the close of the business 
day next preceding the discovery of 
loss. This is in lieu of evaluation at 
the time of the settlement of the loss 
as provided under the present form. 

The continuity of insurance provision 
has been further clarified to remove 
any doubt as to the full amount of in- 
surance remaining in effect at all times. 
Under the burglary feature, however, 
the insurance is reinstated only after 
the burglarized safe and vault have 
been restored to their former conditions 
of safety. There are numerous other 
minor changes made for the purpose of 
clarification and shortening. 








tinental, Fidelity-Phenix and other 
companies of the fire insurance group 
and the Fidelity and Casualty Co. 

The “America Fore” silver trophy 
presented by Chairman Ernest Sturm 
of the Boards of the America Fore 
companies, was won by H. H. Kraemer, 
manager of the out-of-town broker- 
age department of the fire insurance 
companies, at 80 Maiden Lane. 

Other golf ball prizes were awarded 
to William H. Emes and E. A. Jones, 
the latter having won the third place 
jointly with Roy Bates. A prize for 
the “highest” score was again provided 
by President Haid and was once more 
won by John Brodsky. 
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INSURANCE LIBRARIANS TO 
MEET IN CLEVELAND 

The insurance group of the Special 
Libraries Association, which meets at 
Cleveland June 10 to 12, has prepared 
an interesting program. ~The group 
meets Wednesday, June 10, in the Hotel 
Cleveland where Charles W. Hippard, 
chairman of the educational committee 
of the Cleveland Life Underwriters will 
discuss life insurance, and a represen- 
tative of the Insurance Society of 
Cleveland will discuss fire and casualty 
insurance. A discussion of a pamphlet 
on the insurance library will be led by 
D. N. Handy, librarian of the Insur- 
ance Library Association of Boston. 

A discussion on the “Life of Cas- 
ualty Insurance Books” will be led by 
Miss Mildred B. Pressman, librarian 
of the National Bureau of Casualty and 
Surety Underwriters of New York, 
a list of fire insurance books conducted 
by Miss Abby G. Glover, assistant li- 
brarian of the Insurance Library Asso- 
ciation of Boston, and a similar paper 
for life insurance books will be read by 
Miss Alice F. Fitzgerald, librarian of 
the National Life Insurance Company 
of Montpelier, Vt. The discussion of 
the list of books will be continued on 
Thursday, and a report on a list of in- 
surance libraries will be read by Miss 
Laura A. Woodward, librarian of the 
Maryland Casualty Company. 

Among the insurance librarians who 
are to attend, in addition to those al- 
ready mentioned are the Misses Flor- 
ence Bradley, librarian of the Metropol- 
itan Life Insurance Company, Rita 
Heeden, librarian of the Retail Credit 
Company, Mary Jane Anderson, invest- 
ment librarian of the Sun Life Assur- 
ance Company, Martha Holmes, libra- 
rian of the Insurance Library of Chi- 
cago, Geraldine Lammer, librarian of 
the Hardware Mutual Casualty Com- 
pany, Nora O. Schreedline, librarian of 
the National Life Insurance Company, 
Mary M. Wells, librarian of the Na- 
tional Safety Council, and Mabel B. 
Swerig, librarian of the Insurance So- 
ciety of New York, who is chairman 
of the Insurance Group. 





SHOWS PREMIUM INCREASE 

An increase of 10.2 per cent in auto- 
mobile insurance premiums for the first 
quarter of 1931 over the same period 
last year was reported last week by 
President James S. Kemper at the an- 
nual meeting of the (American) Lum- 
bermen’s Mutual Casualty Company of 
Illinois. The American Motorists In- 
surance Company, which Mr. Kemper 
also heads, experienced a 9.1 per cent 
increase in automobile premiums for 
the first quarter of 1931 over 1930. 
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State Fund Head Denies 
Saunders’ Statement 


[To THE EpitTor, THE SPECTATOR] 
May 29, 1931. 


In the issue of THE SPECTATOR of 
May 14, 1931, on page 10 you publish 
a speech made by Leonard L. Saunders, 
executive secretary of the Insurance 
Federation of New York, containing 
the following statement: 

“An interesting bill was pre- 
sented by the Department of La- 
bor, providing that all salaries 
paid for the administration of the 
State Fund should be paid by di- 
rect appropriation, which would 
relieve the State Fund from that 
expense, and would legalize the 
overhead that is now being distrib- 
uted through their rebate system.” 


Such a statement is absolutely false, 
as Mr. Saunders has been advised, and 
I should like to ask the privilege of pre- 
senting the true facts to your readers. 

The bill mentioned was presented to 
the Legislature March 4 by Senator 
Burchill and Assemblyman Dineen. It 
failed of passage. The Labor Depart- 
ment had no part either in its prepara- 
tion or presentation. On the contrary, 
the Industrial Commissioner opposed it 
energetically, giving many irrefutable 
reasons why it should not be passed. 
The State Fund management also op- 
posed the proposal. 

The statement that the Labor De- 
partment presented this bill therefore 
is unfair both to the Labor Depart- 
ment and to the State Fund. 

The assertion that the bill “would 
legalize the overhead that is now being 
distributed through their rebate sys- 
tem” is unintelligible. The State Fund 
is self-supporting. It pays all its ex- 
penses out of income and uses no money 
raised by taxation. 

The State Fund has no “rebate sys- 
tem,” whatever may be meant by the 
expression. The State Fund does 
give to employers a 21 per cent ad- 
vance discount on the rates charged by 
other insurance carriers. Perhaps when 
Mr. Saunders refers to a “rebate” he 
means this advance discount, which an- 
nually saves large sums in insurance 
costs for State Fund policyholders. 

Yours very truly, 
Signed: C. G. Smith, 
Manager. 
432 Fourth Avenue, 
New York, N. Y. 


BULLETIN 

As THE SPECTATOR goes to press, W. 
Irving Moss, president, Insurance Se- 
curities Group, announces the consoli- 
dation of the Union Indemnity Com- 
pany and the New York Indemnity 
Company, and the LaSalle Fire Insur- 
ance Company with the Bankers and 
Merchants Fire. 

The Union will take over the busi- 
ness of the New York Indemnity, and 
the LaSalle will assume the contracts 
of the Bankers and Merchants. The 
group believes that economy will be 
effected by this plan as well as the re- 
leasing of large capital and surplus 
funds to further the development of the 
group. 
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TRAVELERS ISSUES ACCIDENT 
PORTFOLIO 


The Travelers Insurance Company is 


issuing a unique portfolio-easel for 
its agents, branch office managerial 
staffs, safety engineers and others to 
use when they are called upon for talks 
before lunckeon clubs and other organ- 
izations on the subject of automobile 
accident prevention. The portfolio can 
be carried under the arms and turned 
inside out into an easel that holds nine- 
teen illustrations showing the extent, 
growth, causes and ways of preventing 
automobile accidents. A few of the 
charts are taken from the booklet, 
“Worse Than War,” which was a statis- 
tical and chart survey of 1930 auto- 
mobile accidents in the United States, 
but the majority of illustrations in the 
portfolio-easel are new and have not 
appeared elsewhere. They are large 
enough to be visible to audiences num- 
bering up to 200. 

The charts not only illustrate the 
points which the speaker wants to 
make but also serve as notes for his 
talk. The publication “Worse Than 
War,” which has had a wide circulation 
in and outside the insurance fraternity, 
and the new portfolio-easel, providing 
a means for discussing the matter be- 
fore groups of insurance men, luncheon 
clubs and other organizations, are parts 
of a comprehensive automobile safety 
program which the company is conduct- 
ing, employing its field organization, 
its engineering and inspection division, 
its publicity department, its radio staff, 
and members of its official family in 
the activity. 

The company has examined an im- 
mense amount of data on accidents and 
their causes and also made a study of 
the many and varied attempts which 
have been made along different lines to 
cut the accident rate in a number of 
cities and States. It has been found 
that educational activities which warn 
both drivers and pedestrians of present- 
day hazards of the road seem to have 
produced results so satisfactory that it 
is extending its own activities along 
these lines, as well as cooperating with 
various other agencies which are work- 
ing toward the same ends. 





CONSTITUTION INDEMNITY 
APPOINTMENT 


Frank M. Avery, manager of the 
Pacific department of the Constitution 
Indemnity, announces the appointment 
of E. W. Harbert, formerly general 
agent for the company at Oakland, Cal., 
as manager of the branch office in that 
city. The transfer of Walter H. Ohel- 
mann, formerly special agent at Oak- 
land, to the San Francisco office, as 
manager of the underwriting depart- 
ment, is also announced. 
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Use LEAFLETS 
and INCREASE YOUR 
BUSINESS 


Following is a list of leaflets written by Wm. 
T. Nash, originator of Monthly Income In- 
surance, which are being continuously used 
by companies with remarkable results. 


Much valuable advice and instructive matter for agents, 
including the veteran and the beginner, can be found in 
the publications issued by The Spectator Company of 
which William T. Nash is the author. 


LEAFLETS FOR CREATING PROSPECTS 
BIG BUSINESS AND LIFE INSURANOB............-sse00+- 10 
BUCK ADAMGB? WILL. 2..cccccssccvcccccvccccccccce eccceee 
OONFIDENCE IN LIFE INSURANCE... 
FOOST OF DYING, THE .nccccccccccccccccccccccece 





. Brine salletacinsetetedaihaeneten oetehateteeteeeptobas eee ite 

DOES A YOUNG MAN NEED LIFD INSURANCE?............ 15 
FAMILIAR DANGERS LOSE THBIR TERRORS.............- 10 
FARMBR'S INVESTMENT, THB........0---eeecesccescecees 10 
GET AOQUAINTED WITH be aS LIFB a coccccccs 10 
GETTING THB MOST a pa BR LIPB. ..ccccccccccsccscccess 10 
GIVING THE BOY A CHANOB.........eeeeeeees eecccese +++15 
PHARD TIMES .ncccccccccccccccccccccscccccscccccsssooss 10 
HOW MUCH as oe SHOULD A FARMER CARRY? 10 
4 i AND GON. .cccsccscccccccsccces ee cccccceseccoees 

WOE FUME WOW coc cccccccccccccccccccccccccecceocseesceese 


‘ANC 

ONE DOCTOR'S EXPER. WITH ENDOWMENT INSURANCE. 0 
OND FARMER'S BXPERIENCE WITH LIFE INSURANCB.. 

ONE SALARIED MAN'S BXPER. WITH LIFE INSURANCE: . 15 
ONE SELF-SUPPORTING WOMAN AND HER LIFB INS...... 15 
ONE YOUNG MAN'S EXPERIENCED WITH —s aoe +4 
PARTNBRS AND LIF® INSURANCB...... ee 

REAL a at FOR LIFE INSURANCE. 
SENSE OF SELF-PRPSERVATION, THE. 








SOMB DON'TS eS eel 
WHAT LIFB INSURANCE MBANS IN DAILY LIFB.......... 10 
SE CE cic vccccaccancdarnetesececeocs 10 
LEAFLETS FOR INSTRUCTION OF THE AGENT 
SSA 025 
CHARLIP FERRELL'S DEAD BOOK..............ccccceeees 10 
METHODS THAT WIN SUCOBSS............ccccccceccceece 15 
SPRVICB AND ITS REWARD................+...-- eA 15 
STORY OF ED REDLIOH, THE...........-cccccccccccccccce 15 
LEAFLETS FOR MONTHLY INCOME PROSPECTS 
OG SOU MN, ,.ccccccsccccectecoecces 10 
JOHN APPLEGATB'’S INSURANCE..........ccccccccccecces 10 
og gE teeny sapeppayeeiapetehet 10 
OND WOMAN'S EXPER. WITH A MONTHLY INCOME: ......15 
OUT OF THE MOUTHS OF BABBS.............+.: ee 
SATISFACTION OF KNOWING, THE . 13110 
SAVING WHAT YOU LEAVB.......... <i 2110 
WHEN SUCCBSS IS A FAILURB.............ccccccccceeese 10 
CONSERVATION LEAFLETS TO REDUCE LAP- 
SATION 
OO I I gs ccikktxenndansetenssecvess 10 
*BEST PROPERTY YOU OWN............cccccccccccccecces 10 
DON’T THROW AWAY THB LIFEROAT................+--- 10 
GET ACQUAINTED WITH LieE ics ccaxwvkeoes 10 
GIVING YOURSELF A CHANOB...........cccccccccccccceee 10 
HOW HOPRS ARE SHATTERED Capatonioeraiitopiiaant ese >. 10 
De Nn ccecteucossbeceuneneness 10 
A WIDOW'S AWAKENING. ....cccccccccccccscccscccccseces 10 
gg etal aang tle tele ataatee 10 
WHY WE DON’T LIVE FOREVER........-ccccccccecececees 10 
CONSERVATION LEAFLETS TO REDUCE LOANS 
BORROWING PROM MARY. ...cccccccccccccccccccccccsccce 10 
BORROWING ON YOUR LIFE INSURANCB................. 10 
HAVE YOU A LOAN ON YOUR LIFE INSURANCE? Sabtisboteppiits = 10 
SHOOTING YOUR POLICY TO PIECES..........-..ceceeees 10 
LEAFLETS ON ACCIDENT AND HEALTH 
INSURANCE 
I I i csi aeghil 10 
SOMPTHING IS ALWAYS HAPPENING..........--.---ee0e- 10 
I Ce ccecabcsabeeseecawenaie 25 
ee ns evapetsecsdunaneasnued 10 


*These are new leaflets published in 1930. 
tAn income tax leaflet revised to include the 1928 law. 

Sample copies of all the Nash leaflets, varying in price from ten 
to twenty-five cents each, amount to $6. Send us $4, and we 
will mail you sample copies of all 55 of the Nash leaflets conve- 
niently packed in a carrying case for easy reference. Ask for 
cireulars giving prices in quantities. We will also mail a on 
application a 32 page descriptive pamphlet entitled The Business 
Builder's Service. 
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OYAL 
UNION 
LIFE 


INSURANCE COMPANY 
Des Moines, Iowa 


Paid to Policyholders...... $33,900,000.00 
Insurance in Force, Over... . $148,196,179.00 




















THE GUARANTY LIFE INS. CO. 


DAVENPORT, IOWA 









New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, President and Mgr. 




















LIFE & ACCIDENT CO. | 


INTERSTATE 
JOS. W. JOHNSON, M. D., President 
Life, Health and Accident Insurance 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 





























THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
7. UL. ee ......$30,000,000 
Benefits Paid Since Organization Over... . . . $41,000,000 
For further information write to 


THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 
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National Board Reports 


(Concluded from page 7) 

and in conclusion, stressed the need of 
intensive cooperation if~ adjustment 
evils were to be removed. Hart Dar- 
lington, U. S. manager of the Norwich 
Union Fire, supplemented Mr. Haid’s 
cooperation plea. 


Building Code Adopted 


The past year was an active one for 
the committee on construction of build- 
ings, it was reported, due to the fact 
that it has seen the development and 
completion of a new and up-to-date 
edition of the Building Code. It has 
met with favorable comment every- 
where. 


Arson and Incendiarism 


The committee on incendiarism and 
arson, of which Harold V. Smith, vice- 
president of the Home is chairman, re- 
ported that special agents of the depart- 
ment had investigated 3789 suspicious 
fires. Public officials, in cooperation 
with agents of the department, insti- 
tuted proceedings which resulted in 
1311 arrests, out of which 401 convic- 
tions were obtained. This represents 
an increase of 56 per cent in arrests 
and 28 per cent in convictions. Mr. 
Smith enlivened his report considerably 
by reporting informally that four de- 
structive arson rings in various parts 
of the country had been smashed dur- 
ing the last ten days, largely through 
the efforts of Bruce Bielaski and his 
staff. 


Public Relations 


John M. Thomas, vice-president of the 
Home, reporting as chairman of the 
committee on public relations, devoted 
much of his paper to the newspaper 
advertising campaign. During the year 
225 advertisements have been prepared 
and 37,448 matrices and cuts supplied 
local agents to be used at their expense. 
The local agents have been cooperating 
handsomely with the campaign, the 
committee reported. During the com- 
ing year considerable advertising will 
be placed in farm papers and rural 
newspapers. All in all, $500,000 will 
be spent in newspaper advertising dur- 
ing the next twelve months. 


Committee on Laws 


The committee on laws, of which 
William H. Koop, president of the 
Great American is chairman, “views 
with alarm” the upward trend of the 
expense ratio. It presented the hope 
that evils may be cured by the com- 
panies themselves before legislation is 
necessary. The qualification bills in- 
troduced during the year were by no 
means uniform, the committee said, and 
were objectionable either from the 
standpoint of relieving the supervising 
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StatementsAsked from 


Casualty Companies 





Superintendent Van _ Schaick 
Sends Letter to Find If His 
Admonition Has Been 
Followed 


The New York State Superintendent 
of Insurance, George Van Schaick, on 
May 7 last, as noted in THE SPECTATOR 
at that time, called a meeting of fire, 
marine casualty and surety executives 
of companies operating in New York 
State and advised them to make a 
thorough review of their underwriting 
records for the purpose of ascertaining 
if in connection with any of them there 
had been any illegal practice, and if so 
to correct them at once. He announced 
that he would give them until June 1 
to do this and that on or about that 
date his he would conduct as thorough 
an examination of the underwriting 
practices as the facilities of the Insur- 
ance Department would permit. 

In accordance with this statement he 
has now sent to the chief executives of 
these companies the following letter. 

“Will you please advise whether you 
have made a thorough review of your 
records as to premium rates and un- 
derwriting practices in accordance with 
the request recently made to all com- 
panies? Will you also please state 
whether all improper policies have been 
corrected as of inception date and 
whether you have established adequate 
safeguards against any policies being 
issued at improper rates or on improper 
bases in the future? 

“Attention is called to the fact that 
failure to secure essential information 
for correct rating or underwriting is 
not a good defense to a charge of wil- 
ful intent to violate the law. The 
writing of policies in such a way as to 
facilitate improper practices will be 
construed against the company so do- 
ing. Your early reply will be appre- 
ciated.” 








officials of the duty and responsibility 
of making the examinations by placing 
them in local committee, or by impos- 
ing additional and unnecessary fees and 
expenses in connection therewith. The 
qualification bill drawn by the National 
Association of Insurance Agents, ap- 
proved by the National Convention of 
Insurance Commissioners, and which 
the companies have agreed not to op- 
pose, seems to have received little con- 
sideration at the hands of the agents, 
the committee stated. 

Other reports submitted included that 
ef the committees on finance, fire pre- 
vention, maps, membership, statistics of 
fires, uniform accounting and the spe- 
cial committee on hospitals. 


H. & A. Problems 
(Concluded from page 15) 


holder. There were certain things he 
could not do, certain places he could not 
go. Men refused to be bound by these 
restrictions, and the result has been a 
steady growth toward elimination of 
most of them. 

Companies have a wonderful oppor- 
tunity in their educational campaign to 
not only sell insurance but carry on a 
program of community betterment in 
regard to health and sanitation. Show 
how disease can be checked or elimi- 
nated; carry on safety-first activities; 
sponsor clean food and better water 
and milk surveys; swat the fly; clean 
up the spots in the community which 
are hazards to health; interest employ- 
ers and employees in safety devices; 
work on the school children; cooperate 
with health authorities and visiting 
nurses. Do everything possible to 
protect your patrons after they have 
taken out insurance. 

Accident and health insurance has 
been placed more or less under State 
and federal control. Those who favor 
compulsory health insurance take the 
stand that it is the duty of the State 
to protect is citizens since the citizens 
themselves will not do it. But respon- 
sibility should not be taken entirely 
from the individual. If there is com- 
pulsory insurance he should pay part 
of the premium. The opposition to this 
compulsory insurance is that it is con- 
trary to American principles. It has 
been known, in Germany and England 
for instance, to put a premium on sick- 
ness. What the future holds I do not 
know. But, one thing is certain, health 
and accident insurance has done much 
to alleviate suffering, and if some sort 
of cooperation can be worked out be- 
tween the companies, salesmen, and the 
public health officers, much more can 
be done to eliminate the evils of sick- 
ness, poverty, and invalidity and old 
age. 

So, in closing, what can the agent or 
company do? They can educate the 
public to the needs of this kind of in- 
surance; maintain an efficient staff of 
salesmen who know their business thor- 
oughly and who have the confidence of 
the public; it can carry on a campaign 
for a cleaner community with better 
health and fewer accidents; it can show 
the public that it has their best inter- 
ests at heart; it can help a person 
budget his finances so that he may 
carry the proper amount of insurance; 
it can keep up the morale of its staff 
by helping them in every way in times 
of depression. And by so doing it can 
build for itself a reputation for fair- 
ness and helpfulness and honesty that 
is worth more than money can buy. 
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Prominent Agents and 
Brokers 








Leon Irwin & Co. 
NEW ORLEANS, LA. 


Insurance Sinee 1895 


Brokerage Lines Solicited 








Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 
FACKLER and BREIBY 
Consulting Actuaries 
Aadits Caleulations Censultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 


—— 


WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephone State 7298 
CHICAGO 


JAMES H. WASHBURN, F. A. 1. A. 
Censulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Trepical 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Reem 101 Memorial Bidg., Nashville, Tenn. 


1 
J. Charles Seitz, F. A. I. A. 


Actuary 
Author “A System an Accounting for a Life 
Insurance 


Legal Reserve, Fraternal and Assessment 
Businese— Pensions. 

228 North he Salle Street, an Illinois 
hone Franklin 655 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omeha Kansas City 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bidg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 


301 Iowa Building 
DES MOINES, IOWA 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla 


ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bidg. 
St. Louis, Mo. 


and 800 Securities Bidg., Kensas Oilty, Me. 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred BD. Swartz, ©. P. A. 


PHILADELPHIA 





J. H. O’ROURKE, Jr. 


UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 


eaeaRe 
REXEL 

















INSPECTORS will welcome this > 


book 


EXAMINERS will find it a great | 


help 


UNDERWRITERS can’t afford to ( 
be without it 


2nd Edition 











BUILDING ee 


As Applied to Fire Insurance 


and Inspecting for 
Fire Insurance Purposes 
by 
C. C. Dominge and W. O. Lincoln 


Authors of Fire Insurance Inspection 
and Underwriting 


Price per copy $2 
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